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Viking’s new primary mill was planned and dedicate: 
to the premise that the more rigidly controlled the 
production of tube is at the beginning . . . the better 


quality it will be at the end. 


. 
ss putting the heat on Thus, Viking engineers designed the furnaces in this 
new plant to heat the entire billet to that precis« 
ta kes the pressu re off degree of temperature which permits precision pieré 
ing. Absolute uniformity is an assured quality of 
Viking copper tube in its “end use” because of its 


and produces better tube! careful, precise production in the initial stages 


and every step along the way 


f 


VIKING COPPER TUBE COMPANY 
SUBS) O.a8y OF CERRO CORPORATION 6600 ST 


CLAIR A 
a CLEVELANO 


circle 45 on reader service card 








THERMO ; ul 6 C jos 
EXPANSION the Z complete i ontrols 
VALVES oe Te ~~ aiid 

External superheat adjust- 

ment—range 


2° to 20° F. and 


stm AMMONIA REFRIGERATION 
SYSTEMS 


. 6 & 28 © ©¢ © ss 8 @. 8 See 


CONSTANT 
PRESSURE BVAPORATOR PRESSURE REGULATORS 


VALVES for constant evaporator pressure or temperature, Operating range 2 lbs. to 70 


: lbs. PSI. Also available for vacuum range 
All steel construction. Capaci- 
ty 0.85 to 60.50 tons. Exter- 
nally adjustable. Discharge 
tube prevents frosting and re- 
tards erosion of pin and seat. 
a 


oo” 6 €:. 6. 22424 Oa 


REFRIGERANT 
STRAINERS 


Semi-steel and Cast Iron. 
Straight line connections. 
Maximum screen areas. Line 
connections %” to 2”pipe 


Wx 
» 


Call your ALCO Wholesaler, write for specifications bulletins. 


TED nn nm 


ca ie hae OO 2 | ee ae gl . ie OBE Giae 4 8 Be ay oN ity oa 5 pe lee a Oe ove 


The one complete line of refrigerant controls: Thermostatic Expansion Valves * Refrigerant Distributors * Solenoid Valves 
Refrigerant Filter-Driers * Suction Line Regulators * Flooded Evaporator Controls and Reversing Valves 


8400 


circle 4 on reader service card 


THE REFRIGERATION & AIRCONDITIONING BUSINESS DECEMBER 1961 











slic 


J 


ENGINEERING 


DRY FAN ><<DRY CASING 


Here’s the newest, most imaginative design con- 
cept the refrigeration industry’s seen in years! 
The Dual-Dry Evaporative Condenser features 
blow-through dry fan construction; and the ‘DDEC’ 
is designed with a dry casing. The recirculating 
water is completely enclosed in a molded fiber- 
glass liner and never contacts the outer steel 
casing. 

Because the pump and water piping as well as the 
fans and fan motor are all factory installed within 
the dry casing the contractor saves installation 
time and money. 

This fine unit incorporates many other superior 
features: 





ee lial 


DUAL-DRY Evaporative Condenser 


e Pump and water piping, fans, fan motor and 
drive are factory assembled within the casing. 
Thus, installation costs are minimized, pro- 
tection provided for long service-free life. 

e Coils are all prime surface copper. Eliminators 
and water piping are plastic. 

e Dual casing and sound absorbing qualities of 
molded fiberglass provide unusually quiet 
operation. 

© No steel in contact with the water in any part 
of the unit. 

Capacities range from 10 to 100 tons. 

Form 7020, free on request, contains complete 

specifications. 


i S§——D UNHAM-BUSH, INC. 


WEST HARTFORD 
SALES OFFICES 


10, CONNECTICUT, U.S.A. 


LOCATED IN PRINCIPAL CITIES 
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Far more Accuracy 
Versatility + Dependability 


in commercial defrosting 
with PARAGON'’s... 


8200 SERIES D-FROST-O-MATIC — 
designed for use as time-initiated, pressure-terminated defrost control 


Ideal for electric heat and compressor shutdown defrosting. 
Defrosting periods automatically varied . . . frequency 
from one to six cycles per day. 


A precision-built time control and pressure bellows, the 

8200 Series is connected to the suction side of the refrigeration 
system by a copper tube. Length of defrost is not dependent 
upon a time cycle, but is terminated 
when the coils are free from 

frost. No unnecessary downtime! 


Exclusive 100% adjustable fail safe. 
Will transfer switch if equipment is not 
brought back into a refrigeration 

cycle by an increase in pressure 

within a specified period of time. 
Pressure cut-in is adjustable, too. 


PaRaces || Powered by a heavy-duty, 


















.. self-starting, 4-watt, industrial-type 
Bz motor. For complete details 
1) 2 on the 8200 Series write for 


BULLETIN 5949. 


600 SERIES TIME DEFROST CONTROL -- 


designed for defrosting systems which require a timed 
fan delay or drain period at end of cycle 


With the system-tailored 600 Series you can easily 
change the frequency of defrost and the length 

of defrost cycle to meet your load requirements. 
The time control is perfect for defrost systems 
having water spray, hot gas fan delay, 

or electric heat fan delay. 





It has three adjustable settings—a pre-delay or 
pump-down cycle, a defrost cycle and a 

drain or fan delay cycle. Two dials: bottom dial 
controls frequency of defrost according to 

the time of day; top dial controls duration of 
defrost cycle by the three adjustable settings. 


Frequency of defrosting can be set for 
every 3, 6, 12 or 24 hours. 


The unit is powered by a 4-watt, heavy-duty 
industrial-type motor. For complete details on the 
600 Series write for BULLETIN 5945. 


PARAGON ELECTRIC CO., INC. 


1827 TWELFTH STREET «© TWO RIVERS, WISCONSIN 


TIME IS MONEY ... CONTROL IT WITH PARAGON 
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how to 


control temperatures 
with gas unit heaters 


ese5| Free from Reznor: “Commercial and Indus- 
&—"! trial Uses of Direct Gas-Fired Unit Heaters” 
=) fourth in Reznor’s new series of Heating Hand- 


> 


= > : Z : 
books, contains valuable information on how to 


choose the right heater to achieve and maintain desired 
temperatures in a wide variety of applications. 

Reznor manufactures four heater series, each of which 
has a different control arrangement regulating the length 
of heating cycle and fluctuation from room temperature 
setting. Your choice depends upon the degree of comfort 
desired for the specific job. 

Choose from: the Reznor Standard and Deluxe series, 
with controls designed for use in warehouses, storerooms 


and manufacturing plants; the Reznor Unitemp series, 
with sensitive low-voltage controls, for offices and restau- 
rants; and the Reznor Flexitemp series, with low-voltage 
controls and automatically operated two-speed fan, for 
banks, libraries, and finer offices. Each series features 
eleven sizes. You may specify either propeller or cen- 
trifugal fan. 

To guide you in your specifications, send for your 
copy of the latest Reznor Heating Handbook, published 
by the world’s largest manufacturer of gas unit heaters. 


Just mail the coupon below, or contact your nearby 


Reznor distributor. He’s listed in the Yellow Pages under 
*‘Heaters-Unit’. 


REZNOR MANUFACTURING COMPANY 
Dept. RAC-12,Mercer, Pennsylvania 
Send me a copy of **Commercial and Industrial Uses 
of Direct Gas-Fired Unit Heaters.”’ 
nome__ a Fe title 
company_ 
address 











city__ state 


circle 38 on reader service card 


THE REFRIGERATION & AIRCONDITIONING BUSINESS/DECEMBER 1961 





RX for precision-drawn, 
trouble-free copper capil- 
lary and restrictor tube: con- 
sult a Small Tube Specialist. New product: capped-and- 
certified restrictor tubing with certification covering 
100% testing of tube to meet flow specifications. After 
testing, lengths of certified tubing are capped at both 
ends (center above) with a heat-sealed plastic. Kensico 
produces capped-and-certified copper tubing in a broad 
range of sizes from a minimum of 0.072’ OD by 0.026” 
ID to a maximum of 0.172" OD by 0.115” ID. 


J 





ry YUE a 


COMPANY DIVISION ep 


Cy) 





] Over the years, Kensico has 
. also built a healthy reputa- 


tion for producing highest 


quality copper tubing for general air conditioning and 
refrigeration use. Painstakingly produced to customer's 
exact specifications, it is available in coils and straight 
lengths, with a variety of end treatments as shown. Call 
Kensico today. Find out for yourself how well deserved is 
Kensico’s reputation as a Small Tube Specialist. Air Flow 
Engineering Charts upon request. Write to KT-61, 
Kensico Tube Company Division, Mt. Kisco, N. Y. 






Robinson Technical Products, Inc. « MOUNT KISCO, NEW YORK 
Kensico Products are also available through Warehouse Distributors and Sales Representatives in Cambridge, Mass.; Middlebury, Conn.; Buffalo, N. Y.; 
Lindenhurst, N. Y.; Goshen, N. Y.; Roselle, N. J.; Philadelphia, Pa.; Flourtown, Pa.; Pittsburgh, Pa.; Cleveland, Ohio; Chicago, Illl.; St. Louis, Mo.; Milwaukee, 
Wisc.; Durham, N. C.; Dallas, Texas. 
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® / 
WAGNER / 


/ 


MOTORS / 


power to cool a clerical center 


Two Wagner® 900 hp motors utilize easily accessible 
low voltage power to drive centrifugal compressors 
in New York’s Interchurch Center 


One of the newest office buildings in the city, the 19-story Interchurch 
Center houses more than 2,000 workers. It is completely air conditioned... 
all 400,000 square feet of it. 


It’s a big job, powering the centrifugal compressors in a system that is 
designed to air condition that much space. A job usually handled by high 
voltage motors, but done here by two 900 hp Wagner® Type RP open type 
motors rated at 460 volts, 1750 RPM. They were specified to take advantage 
of an easily accessible low voltage power supply, and so eliminate the expense 
of running in a high voltage line. How do they perform under loads created 


by centrifugal compressors? Simply put, they operate at peak efficiency, 
day in ana day out. 


Compact and dripproof, Wagner RP motors are packed with power and 
stamina. They’re the perfect drives for big pumps, fans, and blowers as well 
as compressors. Built in frame sizes 504U through 962S, Wagner open type 
motors are available in ratings through 1000 horsepower. 


Want your motor application analyzed? Call your Wagner Sales Engineer. 
His recommendations, and Wagner motors, will serve you well. 


Branc s and r i / jj ai 
THE INTERCHURCH CENTER Branches and Distributors in all Principal Cities 


Owner: The Interchurch Center Wasner Electric Corporation 


Architects: 

Collens, Willis and Beckonert P 

Vedines Wether Suits Saits © tlatnes Manufacturers of LOCKHEED* Products 
Genera! Contractor: 

Turner Construction Company 


6442 PLYMOUTH AVENUE, ST. LOUIS 33.M0,USA 


Mechanical Contractor: 
Raisler Corporation 


ee 


cians 3 scale 
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NSW? Honeywell 

Line-Voltage 
Thermostats with 

higher ratings, 








70 8 
ur Ati 


HEAVY DUTY T1473 (four versions). For heating, cooling, and heating-cooling. 16 amps at 120 volts for heating or cool- 
ing models. 16 amps for heating—8 amps for cooling on combination models. Subbases available for manual switching. 
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New Fan-Coil Thermostat. LIGHT DUTY T651 SPDT for 
heating/cooling applications. Rated at 6 amps at 120 volts 
for both heating and cooling. Ideal for use on fan coil units 
when used with the Q473 subbase which provides manual 
selection of heat-off-cool. 


Now Honeywell helps you do an even better job 
on your commercial installations. 

The new line of Honeywell Line-Voltage Ther- 
mostats is even more dependable, versatile and 
accurate than before. 


Handsome new exterior design blends with any 


decor. Big numerals and new faces make reading 
and setting easier. 


EASIER 
TO SELL 


Your customers will immediately recognize 
the name Honeywell. It’s a name that is 
already pre-sold, needs no introduction. 


EASIER 
TO INSTALL 


Honeywell engineered to make installation 
simple, fast, more profitable. 


REDUCES COSTLY 
CALL BACKS 


Extensive pre-testing and Honeywell precision 
engineering assure quality and dependability 
. . . fewer profit-draining service calls. 


Higher electrical ratings let you meet any specifica- 
tion—heavy or light load. And Honeywell’s famous 
bi-metal thermometer gives your customers closer, 
more accurate temperature control. 


See your wholesaler for complete information on 
the new Line-Voltage Thermostats, or call your 
nearby Honeywell office or write: 

Honeywell, Dept. RB-12, Minneapolis 8, Minnesota. 


Honeywell 
HH Fiat in Control 


HONEYWELL INTERNATIONAL. Sales and service offices in all principal cities of the free world. 
Manufacturing in the United States, United Kingdom, Canada, Netherlands, Germany, France, Japan. 
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BOHN Engineers Every Detail of the BOHN-AIRE 





Louvered air discharge grille; 
adjustable grilles optional. 
18-gauge decorative cabinet of 
See? Ree ee eae zine coated bonderized steel. 
Stee! drain pan, pitched and 
double-insulated to prevent sweating. Contre! access door. 
- 16-gauge control box encloses 3-speed 
; _ push-button switch. 
Support bracket. = a 
ati Air duct lined with acoustic and 
~ } _ thermal insulation. 
Entire coil enclosed within 
insulated area. : 
i Removable blower and motor deck 
Inlet and outiet coil connections assembly 
(right or left hand) 


Cable to electrical juncivon box. 


Quiet operating 1050 RPM, 3-winding 
shaded pole motor with resilient base 
and integral overload protection. 


Filter can be removed and replaced 
with front panet ia piace. 





Ausiliary drain pan with connector hose. Ail sizes have DIDW blower scroll(s) Baffle, sealing strip, and tresh-air 


and aluminum blewer wheel(s). intake damper assembly. 
Condensate drain connection. 


Pull-chain for spring-loaded and 
gasketed fresh-air damper. 


Four adjustable leveling legs, 





Versatility and compactness in a slim 82” width are fea- 
tured in all BOHN-AIRE Models. Available for vertical 
mounting (7 sizes) or for horizontal mounting (5 sizes). Du- 
rable casings for concealed mounting; attractive cabinets 
(beige finish of baked enamel) for “in the space” installation. 


write FOR BOHN suttetin 250 CONTAINING FULL DETAILS 





Buy the known line... the BOHN line... the first line 


ALUMINUM & BRASS CORPORATION 


Danville Division *« Danville, Illinois 
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“Our Yellow Pages advertising brought us an $1800 
residential installation job!”’ says J. H. Llewellyn, Pres., 
Liewellyn-Gaston Inc., Pittsburgh, Pa.“A big, informa- 
tive ad in the Yellow Pages does a lot to influence 
people’s decision about where they'll buy. Our large 
Yellow Pages ad is proof we think so. We get many com- 
mercial and residential inquiries for service and sales 
through this advertising. We've been Yellow Pages 
advertisers since we’ve been in existence and we'll 
remain so as long as we stay in business!” 


Display this emblem. It builds your business! 


LLEWELLYN -GASTON INC. 


AIR CONDITIONING SPECIALIST’ 


Display ad (shown reduced) runs under AIR CONDITIONING 
CONTRACTORS. Call the Yellow Pages man at your Bell Tele- 
phone Business Office to plan your program. 





~ Product DATA 


Control valve 

Compact Series 1400 valve for regu- 
lating flow of small streams of air, water, 
steam, or chemical solutions. Models 
include diaphragm-actuated, high per- 
formance diaphragm, ultra-low flow, and 
with electric actuators. Latter use low 
or line voltage; 2-position, floating or 
proportional control; and have stroking 
speeds low as 7.5 seconds. One is motor 
with high thrust for control systems 
needing high shutoffs and close valve 
positioning. Other is motor with fail- 
safe features. Valve in three body sizes, 





% %, and 1” 
to Cv’s from 0.025 to 11 and in full 


with reduced inner ports 


range of materials and body ratings 
with both screwed and flanged con- 
Minneapolis-Honeywell 
Regulator Co. 
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Milk cooler compressor 

Milk cooler condensing unit in % 
through 3 hip: Basic unit consists of flat 
base, métor’’ compressor, electrical ac- 
cessories, standard receiver, condenser, 
fan-motor assembly, base-mounted dis- 
valve. Optional are: 
mounting legs for remote installations; 
pressure control; extra receiver capacity; 
full refrigerant charge; solenoid valve; 
suction line vibration loop. Units in 115 
and 230 v., single-phase in % and % hp 
models; single-and 3-phase models in 
1, 14, 2, 3 hp units. In both high and 
medium back pressure models. — Evans- 
ville Div., Bendix-Westinghouse Auto- 
motive Air Brake Co. 
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charge service 


Automatic air filter 

“Automaze” Model HD  oil-wetted 
filter in maximum capacities from 3720 
to 130,500 cfm based on net effective 
filter face velocity of 450 fpm. Cabinets 


12 


, 


in size from 5 x ¥ to 27 x 1 with 
all cabinets 2’ deep. May be adjusted 
to cycle and is powered by polyphase 
60-cycle motor driving through double 
reduction worm gear reducer. Some ac- 
cessories are: adhesive oil filtering 
system, automatic sprinkler system, ad- 
hesive oil reservoir heater. — Air-Maze 
Div., Rockwell-Standard Corp. 
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insulation kit 
“Klip-Kit” for 


ductwork _ insulation 


installation. Has long pointed mandrel 
pop ri manually inserted and set 
from si side of work. Rivets in two 


lengths for fastening insulation up to 
2” thick. Kit also contains metal plates 
to spread strength of rivets. — Fastener 
Div., United Shoe Machinery Corp. 
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Rotary selector switch 

Key-operated ac switch for fans and 
iirconditioners in variety of circuit com- 
binations that allow key operator to be 
removed from on or off position. Has 
screw or %” spade terminals anchored 
in base and protected by arc barriers, 
ind one or two wafers and two to 12 
positions. Equipped with 45 or 90 de- 
gree indexing, l-hole mounting, 5/16” 
bushing, hexagon mounting nut, and ex- 
ternal tooth lock washer also standard. — 
Cutler-Hammer. 
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Zone airconditioner 

“Zoneline 42” airconditioner with air 
flow directional adjustment and cooling 
capacities from 8000 to 14,500 Btu's. 
Positive condensate water disposal sys- 


& 





tem operates by creating water spout 
blown on condenser coil as fine mist. — 
General Electric Co. 
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Pipe thread compound 
“Flexrock 25 ‘Teflon’ pipe dope” for 
use on chrome, chrome plate, nickel, 


steel, ceramic, plastic pipe threads and 
for joining or connecting dissimilar 
materials. Prevents galled threads and 
permits easy pipe joining that can be 
readily dismantled. Has been tested on 
acids, alkalies, solvents at temperatures 
from 150 to 500 F. — Flexrock Co. 
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Environmental test unit 
“Tenney-Mite TH” temperature-hu- 


midity environmental test unit with test 
space of 5.1 cu.ft. Provides temperatures 
from 0 to 200 F, humidity from 20 to 
95% db, limited only by 35 to 185 F dew 
point. Can pull-down from 70 to 0 F 





3s 


in 45 min. and heats from 70 to 200 F 
in 60 min. Work space, with heli-are 
welded and stainless steel liner, is 21 x 
25 x 17”; exterior measures 26 x 62 x 
33”. — Tenney Engineering, Inc. 

circle 143 on reader service card 


Control valve 
Head pressure control valve (“Uni- 
pressure Controller”) for use on con- 
densing units and air-cooled condensers 
in 2- through 50-ton capacity range. 
fully automatic; no electric 
or pneumatic power; internally explosion 
proof; weighs only 5 Ib. Is self-contained 
diaphragm valve which operates on hot 
gas bypass principle. — Trane Co. 
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Features: 


Cooling tower nozzle 

Series NC non-clogging full cone noz- 
zle for cooling towers, aerating, quench- 
ing, chemical processing. Whirling ac- 
tion by vanes cast integrally with shell 
with large internal openings and straight- 
through flow at center. In sizes from 1 
to 8” female pipe thread, capacities from 
10 to 3000 gpm, and spray patterns are 
uniform full cones of 50 and 90 degrees. 
— Bete Fog Nozzle, Inc. 
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Continued on page 59 
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YOU CAN DEPEND ON mY dei 


a comprehensive, quality line -- 
engineered for efficient performance, 
carefully built for long life, 

designed for easy servicing. 


your wholesaler 
for full details 


519 Memorial Drive, S.E. 

P.O. Box 1699, Atlanta 1, Georgia 
MUrray 8-3171 

Area Code 404 
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The Arkla Gas air conditioning unit uses the same gas-fired boiler that heats in winter to cool in summer. 


As the Building grows, the ARKLA 


The headquarters building of Yellow Transit Freight Lines, 
Kansas City, Missouri, was designed to take a third story 
without major alterations. That’s why they chose Arkla gas 
cooling units...a system that can “grow” quickly and at 
low cost. 

When the building expands, they’!] just add an Arkla unit. 
They go on the line right next to the rest, using the same 
basic piping — and steam from the same gas-fired boiler that 
energizes all the Arkla units. 

The present cooling system includes five 25-ton Arkla Gas 


Architect: Folger & Pearson; 


Mechanical Contractors: Troug & Nichols. 
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fodern gas cools and heats this headquarters building of Yellow Transit Freight Lines in Kansas City, Missouri. 


GAS COOLING system grows with it 


Absorption Water Chillers. These versatile units use steam 
from the gas-fired boiler to provide chilled water for comfort 
cooling. The same boiler heats in winter. And thrifty gas 
keeps fuel costs low. 
For specific information on Arkla gas air conditioning, 
call your local Gas Company. Or write Arkla Air Condition- 
j ma ing Corporation, General Sales Office, 812 Main Street, Little 
_ Rock, Arkansas. American Gas Association. 


) i 
ye} Z ‘ i, Ly eee 4 | FOR HEATING & COOLING...GAS IS GOOD BUSINESS! 
Dam 3 lt 
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’ 
a 











a , _— ‘ For increased cooling capacity, at low cost, additional Arkla 
3 units can be installed. 
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“ARI 
paid me 
for this 
testimonial— 
a hundred 


times” DIRECTORY 


cERTHEIED 


UNITARY 
AIR ONDITIONER® 





Mr. Louis E. Bake, Air-Conditioning Dealer,* says: 


“Selling with the A.R.I. Directory is 
easier, faster, more profitable.” 


How profitable? Ask Louis Bake, who uses the ARI Directory regularly, 
finds it a big help in closing sales, and a major factor in his company’s 50% 
sales increase in 1960. 

*‘When I show customers that the unitary system I’m recommending is listed 
in the ARI Directory, and certified under the program of this national asso- 
ciation, I add authority to my presentation. 

“T point out how the equipment is carefully rated under the Certification 
Standards, that this rating is subject to checking at any time by the Institute 
through an independent testing laboratory in New York. Result: I back my 
sales talk with the authority of the Air-Conditioning & Refrigeration Institute, 
give my prospects more confidence in what I say. 

“T thought selling with the ARI Directory couldn’t be beat—until I saw the 
new ARI Consumer sales piece, ‘How to Buy Central Air Conditioning.’ This 
is a must for any dealer who wants to tell his prospects the how and why of 
central air conditioning. It tells the full, technical story in words John Q. 
Public can understand, and helps any honest dealer sell a quality system.” 
Free copies of both the A.R.I. Directory and “How to Buy Central Air 





*Mr. LOUIS E. BAKE is Conditioning” are available from: 
ee eee AIR-CONDITIONING & REFRIGERATION INSTITUTE 


Washington, D. C. Department J-1211, 1346 Connecticut Avenue, N.W., Washington 6, D.C. 
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New time-saving instal- 
lation idea! A built-in track 
running horizontally along the 
side of the coil is attached to 
a perforated, vertical hanger on 
the pan. Thus, you can quickly 
adjust the distance between Pan 
and Coil, as well as the air 
discharge left or right or paired 
...and lock the installation into 
place with a thumb screw! 
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GINEERING, INC. 


Plants: Union, New Jersey and Wilmington, North Carolina 
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Note: Pans over 144” have drain at both 
ends. Pan is split at center with bridge. 


* Stock Sizes 
Refrigeration, Heating & 
Air Conditioning Products Division 


1090 SPRINGFIELD ROAD 
UNION, NEW JERSEY 





pusiness 52iohs 


HOW OUR BUSINESS IS DOING 





SALES IN AUGUST (Bureau of Census) for aircondition- 
ing and commercial refrigeration equipment distributors, 
contractors, and wholesalers: 


DOWN 2°, from a year ago 
UP 6°, from previous month 


SALES FOR 1961 so far are: 
DOWN 7°, from Ist 8 months a year ago 


INVENTORIES IN AUGUST (Bureau of Census) for air- 
conditioning and commercial refrigeration equipment dis- 
tributors, contractors, and wholesalers: 


UP 2%, from a year ago 
DOWN 4°, from previous month 


CURRENT LIABILITIES IN SEPTEMBER for business 
failures of 2 airconditioning contractors were $264,000 
(Dun & Bradstreet). Compare this to: 

2 failures with $60,000 liabilities in August 

| failure with $102,000 liabilities a year ago 


GENERAL BUSINESS INDICATORS 





Latest Previous % 


Period Period Change 
Housing Starts (thousands) 
Month ending 9/30/61 125.3 129.5 -3.0 
New Construction, put in place 
($ billions) 
Month ending 9/30/6! 5.4 5.4 No change 
Unemployment (°/, of labor force) 
Month ending 9/30/6! 6.8 6.9 —1.4 
Manufacturers’ Inventories 
($ billions) 
Month ending 8/31/61 53.9 53.6 + 5 
Manufacturers’ Unfilled Orders 
($ billions) 
Month ending 8/31/61 47.1 46.8 + 6 
Retail Sales ($ billions) 
Month ending 9/30/6! 18.2 18.2 No change 
Personal Saving ($ billions) 
Quarter ending 6/30/61 25.8 23.7 +-8.9 
Disposable Personal Income 
($ billions) 
Quarter ending 6/30/61 361.8 354.3 +2.1 
Gross National Product 
($ billions) 
Quarter ending 6/30/61 516.1 500.8 +3.1 
industrial Production Index 
(1957 = 100) 
Month ending 9/30/6| 113 1} +1.8 
Source: U.S. Dept. of Commerce 
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Gas industry expects 50% rise 
in airconditioner sales in '62 


Sales of gas airconditioning equipment are expected 
to reach an all-time high during 1962. This was the 
opinion of gas industry executives at the recent con- 
vention of the American Gas Association in Dallas, Tex. 

According to William G. Wepfer, vice president 
and general sales manager of Arkla Air Conditioning 
Co., conditions are ripe for a major sales breakthrough. 
He bases a possible 50% increase in industry sales 
next year on these factors: 

eA quadrupling of available gas airconditioning 
capacities and designs since mid-1960. 

e Lower equipment prices, made possible by new 
production efficiencies and research developments. 

e A continued high level of local utility and dealer 
sales efforts. 


e A healthy American economy, with a general up- 
swing in both residential and commercial construction. 


Unitary shipments up 8% 


A report by the Air-Conditioning and Refrigeration 
Institute shows that manufacturers’ shipments of uni- 
tary airconditioners during the first half of the year 
were up 8% over the same period in 1960. Shipments 
from January through June this year totaled 199,556 
units; in the first half of 1960 the total was 185,474 
units shipped. 

Unitary heat pumps shipped the first six months of 
this year totaled 23,152 units, a gain of 17% over the 
same period last year. Of this number, there were 
14,861 self-contained units, a 12% increase, while 
“other-than-self-contained” heat pumps (8,291 units) 
were up 26%. 

Shipment figures reported to ARI, which do not in- 
clude room airconditioners, are estimated to represent 
more than 90% of the U. S. industry total. 


8 month room unit sales down 


Room airconditioner sales for the first eight months 
of 1961 are more than 25,000 units less than for 
the same period in 1960. Sales through August 1961 
are 1,330,500, according to figures from the Nationa] 
Electrical Manufacturers Association. The report also 
shows dehumidifier sales for the first eight months of 
1961 are 326,600, some 53,000 behind the same period 
in 1960. 


DECEMBER 1961/THE REFRIGERATION & AIRCONDITIONING BUSINESS 





i Upgrade i prospects and prafits 


there’s GOLD 
in this Mueller Climatrol | 
Electric Humidifier 


Declare a bonus for yourself. Sell the Mueller Climatrol 50-810 
Electric Humidifier. You won’t find a more profitable option that’s 
easier to sell or easier to install. Add it to existing installations 
or new ones—the 50-810 is a nice bonus for very little extra selling 
effort. You’ll find it’s the perfect product for off-season selling, too. 


SELL PERFORMANCE Humidification is SELL CONVENIENCE — Customer controls the FEWER CALL-BACKS — We've eliminated the 
positive, automatic, controlled doesn't de 50-810 by setting dial on unit or setting optional 
pend on amount of heat from the furnace.800 Humidistat Control in living area. Double-liner 
watt “Incoloy Sheath” heating element adds reservoir pan catches scale that may accumulate 
up to 28 qts. of moisture to the air daily in hardwater areas. Aluminum inner pan can be re- 
enough for a 2000-sq. ft. house moved and replaced without getting fingers dirty. 


two most troublesome elements: (1) needle 
valves that clog, and (2) floats that leak or 
disintegrate. Water level is electrically con- 
trolled by a solenoid valve for continuous 
operation night and day. 

MCc-106 


Mueller Climatrol means quality Mueller WAG Cli ' 


... and quality means profit! Apher aarparent tn peter pert 


2055 West Oklahoma Ave.,Milwaukee1, Wis. * 1024 Westminster Ave., Alhambra, Calif. « 2490 Bloor St., West, Toronto 12, Ont. 
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Industry certification program set up 
for room fan-coil airconditioners 


October 1962 is the date a new 
certification program, backed by 
three industry associations, will go 
into effect. Called “Industry Stand- 
ard 441,” it sets up a standards pro- 
gram for room fan-coil aircondi- 
tioners. Sponsoring associations are 
Air-Conditioning and Refrigeration 
Institute, Air Moving and Condi- 
tioning Association, Inc., and the 
Institute of Boiler and Radiator 
Manufacturers. 

Details of the program have been 
worked out by a fan-coil coordinat- 
ing committee, made up of mem- 
bers from the sponsoring groups. 
ARI will administer the program, 
with the committee acting as an 
advisory group on general policy. 
The standard was drafted by a 
joint engineering committee and 
will be carried out by a rating com- 
mittee, both under the coordinat- 
ing group. 

Firms that manufacture more 
than 80% of fan-coil units produced 
have agreed to take part in the 
program. Participants need not be 
members of the sponsoring groups. 





The program requires that a 
manufacturer sign an agreement 
with ARI specifying the license 
conditions. When the conditions 
are met the manufacturer can use 
the Approved Standard Rating and 
the Certification Symbol on_ his 
products. 
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Ratings will be published in a 
“Directory of Certified Room Fan- 
Coil Air-Conditioners.” Both cool- 
ing and heating capacity ratings 
will be shown in Btuh. 

Participating firms must test their 
products before certification and 
also have them tested by an inde- 
pendent laboratory. Besides pre- 
testing, the program also provides 
for random testing by an independ- 
ent firm. 

The standard defines a fan-coil 
airconditioner as “ = ae factory- 
made assembly which provides the 
functions of circulation, cooling or 
cooling and heating, and filtering, 
of air, but which does not contain 
the source of cooling or heating. 
This device is normally designed 
for free delivery of air into a room, 
but may be applied with minimal 
duck work having a static resist- 
ance not exceeding %” of water. 
This device may be designed for 
furred-in application, or with an 
enclosure for application with the 
conditioned space. This device is 
generally designed in sizes of less 
than 1,500 cfm air delivery.” 

Chiirman of the combined ARI- 
AMCA-IBR committee backing the 
program is Steward E. Lauer, for- 
mer president and board chairman, 
York Corp. L. N. Hunter, Plumb- 
ing, Heating and Air-Conditioning 
Group, Crane Co., is head of the 
fan-coil coordinating committee; 
Alan Decker, Dunham-Bush, Inc., 
is chairman of the joint engineer- 
ing committee; and Fred J. Reed, 
ARI Chief Engineer, heads the rat- 
ing committee. 


Firm gets Army contract 
Stewart-Warner Heating and Air 
Conditioning Division has received 
an order for 498 gas furnaces and 
498 3-hp airconditioners for the 
Fort Rucker project in Ozark, Ala. 
This is the third order for the 


CALENDAR OF EVENTS 


January 25-26, 1962 
Automotive Air Conditioning 
Association 
(Annual National Forum ) 
Statler-Hilton Hotel 
Dallas, Texas 


January 28-31, 1962 
American Society of Heating, 
Refrigeration and Air-Condi- 
tioning Engineers, Inc. ( Semi- 
Annual Meeting ) 
Chase-Park Plaza Hotel 
St. Louis, Mo. 


February 12-15, 1962 


12th Exposition of Air-Condi- 
tioning, Heating, and Refrig- 
eration Industry 

Great Western Exhibit Center 

Los Angeles, Calif. 


March 19-21, 1962 
National Electric Comfort Heat- 
ing Exposition (Annual Ex- 
position ) 
Sherman Hotel 
Chicago, IIl. 
April 9-12, 1962 
24th Oil Heat and Air Condi- 
tioning Exposition 
Conrad Hilton Exhibit Hall 
Chicago, Il. 





project Stewart-Warner has re- 
ceived. The first called for 426 air- 
conditioners, the second for 400 
gas furnaces, 400 airconditioners. 


Liquid nitrogen protects 
perishable, frozen foods 

A Buffalo food distributor uses 
ultra-cold liquid nitrogen (—320 F ) 
to protect frozen and _ perishable 
foods in-transit in delivery trucks, 
long-haul trailers, and railroad pig- 
gyback trailers. Five trucks of Es- 
cro Storage and Cartage, Inc., are 
equipped with the Polarstream sys- 
tem developed by Linde Co. Div., 
Union Carbide Corp. 

This system consists of a liquid 
nitrogen container, thermostat and 


Continued on page 69 
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what makes 


 GRYSTAL TIPS ICE MAKERS 


easier to sell? 


jy, eee 


ICE PER DAY! 


You can give your customers more ice per day when you 
deliver the Model B-500-B Crystal Tips ice maker. Check 
the ice making capacity chart (left) with that of any 
other ice maker of similar size and price. When you do, 
you'll see Crystal Tips is “tops”. Crystal Tips is also the 
winner when you compare space requirements, dependa- 
bility, serviceability and initial investment costs. All 
this PLUS bigger distributor profits are mighty BIG 
reasons why you can make more money selling Crystal 
Tips ice makers. 


MODEL B-500 Crystal Tips 
2-in-1 Ice Maker. Air and 
water cooled models available. 
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This air-cooled Model B-500 is selling 
better than ever because it makes 
more ice per day. It also gives your 
customers a choice of TWO types of 
ice...large, round, clear ice cubes 
or tasty, hard, fast cooling ice chips. 
Write today for complete facts... 
mail coupon now. 


Entering Water Temp. 


Check this ice making capacity chart with any other ice 
maker of similar size and price and you'll discover 
Crystal Tips tops them all. 


You can make more money selling 
Crystal Tips ice makers. AMERICAN AUTOMATIC ICE MACHINE CO. 
Dept. 172, 1600 Broadway N.E. 
Minneapolis, Minnesota 
(-] | want to know more about Crystal Tips ice makers 
and their distributor profit opportunities. 


Clip and mail coupon today 
and we'll tell you how ... 


) 


First name in automatic ice makers 


(] Send literature on Crystal Tips ice makers. 


NAME 





ADDRESS_ 


f---------------- 
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the companion to Thermobank... 


oa | 


A NEW 


AUTOMATIC 
HOT GAS 
DEFROST 
SYSTEM 


One fan evaporator with heat exchanger 
for applications where 


LOW FIRST COST 


is the major consideration 


Metering accumulator with brackets 





If low first cost is the major factor, the new 
Kramer THAW SYSTEM offers more than any 
competitive system. (For sharp freezing loads, or 
where compressor is outdoors, Thermobank 

is recommended.) 






L, § 


Removable Strainer 





e Nocompressor overloading with sila Semiecaaieek flit sails, sts Sina +—-————— _ 
hold-back valve. 


e Faster defrosting because more heat is 
available. 


e Positively cuts liquid return to the 
compressor. 


Has the largest liquid accumulator. Hot Gas Solenoid Valve Hold-Back Valve 
Foolproof metering device. ———— — +--—-—----— —_ 


No clogging with removable strainer. | 
Oil problems eliminated by gravity drain. — | == 
No unnecessary defrost cycles. | 
Heated copper drain pan. | Check Valve 


Double pan to protect heating coil. 
Aluminum casing on evaporator. Write for Catalog T-480 








Hot Gas Strainer 


KRAMER TRENTON CoO., Trenton 5, N. J. 


47 YEARS OF CONTINUOUS ACHIEVEMENT IN HEAT TRANSFER 
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They’re the Perfect Combination for any size installation! 


* Yes, and you can be sure of right down the line peak performance every time with: 
a Sporlan Catch- All... the first molded porous core filter-drier 
the amazing SeeeAll... the first combination moisture and liquid indicator 
a Sporlan solenoid valve with a moisture proof layer wound coil 
a Sporlan thermostatic expansion valve with a Flow Master element 
and...a Refrigerant Distributor with the versatile interchangeable nozzle 


See your Sporlan Wholesaler today ... he'll be glad to fill you in on all the details! 


SPORLA N VALVE COMPANY 


7525 SUSSEX AVENUE ST LOUIS 17, MISSOURI 


Export Dept. 85 Broad Street, New York 4, N.Y 
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Insulation stretches cold storage walls 


URETHANE FOAM insulation, a rigid 
cellular plastic weighing two lb. per cu-ft., 
stretched the walls of a cold storage shed by 13% 
at Cumberland Cold Storage, G loucester, Mass. 





The insulation, made by Allied Chemical Corp.'s 
Barrett division, has a K factor of 0.15 at 70 F. 

The shed was uninsulated before conversion 
and consisted entirely of corrugated steels. It is 
39 x 39 x 12’. After insulation, the internal vol- 


ume was reduced 2000 cu.ft., 13% less than with 
other types of insulation. The space saved per- 
mits 2-high pallet loads. 

The walls of the shed were framed for a layer 
of aluminum reflective foil. Then a layer of 2%” 
thick 2 x 4’ urethane panels was nailed to the 
framing. A second layer of 2%” foam was adhered 
to the first layer by asphalt cement, then painted. 


The floor received two layers of 2” thick insula- 
tion, on top of which the concrete floor was 
poured. 


Sound traps keep TV quiet 


Noise from airconditioning sys- 
tem fans carried through ventilating ducts no 
longer bothers local talent performing at KNXT- 
TV, Hollywood, Calif. In the past, many singers 
sweltered through television programs because 
the cooling system had to be turned off to elimi- 
nate the unwanted noise. 

The station found the solution in 14 Koppers 
“Aircoustat” sound traps and installed them in 
the air ducts. The traps route the noisy air 
through a maze of passages made of perforated 
galvanized steel and filled with glass fiber mat- 
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ting. The acoustical material absorbs the noise 
but doesn’t impair the passage of cooled air. 

Each of the traps is 8’ long. Two of them are 
in the main duct, nine are in individual ducts 
leading to recording studios, and three are in re- 
turn ducts. 


Dairy walk-in gets sea legs 


Not ENOUGH cows. That’s the rea- 

son for the shortage of milk on St. Thomas, U.S. 
Virgin Islands, and the reason why Calypso 
Ice Cream, Inc., delivers milk in a 40 F walk-in 
on the ship “Pauline”, which travels to St. Thom- 
as two or three times a week from Fajardo, P.R. 
The boat picks up 1740 quarts of milk in pa- 
per containers and stores them in the Bally 
walk-in located on the ship’s deck. At the same 
time, it carries 500 gallons of ice cream mix in 
insulated tanks below decks. The mix is un- 
loaded at St. Thomas, Tortola, British Virgin 





Islands, and St. John, U.S. Virgin Islands. After 
delivering the milk to St. Thomas, the ice cream 
mix is stored in the walk-in at -5 F. 


Navy gets U-tube flash evaporators 
Licutweicut 50,000 gpd flash 
evaporators using U-tube bundles instead of 
straight tubes are in use as sea water distilling 
plants aboard the U.S.S. Iwo Jima. Two are 


Continued on page 54 
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STOP VALVE 
FREEZE-UP 


_ 


Supsror SEALZALL’ 


For the difficult supermarket job try Superior’s 
newly developed “‘“SEALZALL”’ moisture seal (Patent 
No. 2,986,372). SEALZALL is now available in the 
refrigeration service proven Tuffy and Globe valves 
in sizes up to 1%’. This positive moisture barrier 
prevents condensation from seeping down between 
the stem and bonnet and causing valve “‘freeze-up.” 

Made of resilient Teflon, the SEALZALL moisture 
barrier is firmly sealed into the valve bonnet. The 
SEALZALL does not turn with the opening and clos- 


ing of the valve, but remains in position and main- 
tains a permanent seal. 

When you specify Superior Valves, you’re assured 
of quality .. . in engineering, manufacturing, test- 
ing and performance. Simplicity in design, from the 
hand wheel through diaphragm construction, makes 
Superior Valves easier to install . . . and longer last- 
ing in performance. 

See your local wholesaler and specify Superior 
Valves and accessories. 


3304 


Superior 


valve and fittings company 
1509 W. LIBERTY AVE. © PITTSBURGH 26, PA. 
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CAN A SINGLE MOISTURE INDICATING ELEMENT ACCURATELY SIGNAL DANGER IN BOTH REFRIGERANT 12 AND REFRIGERANT 22? 


Of course it can't! And yet 4 out of the 5 manufacturers of moisture indicators have asked the 
refrigeration industry to accept the fact that one element can do the job... against all the rules 
of common sense and all the evidence of science. R-12 and R-22 have radically different char- 


acteristics and there's a big difference in how much moisture each refrigerant can stand before 





serious trouble develops in the system. Ansul's 200 ‘“‘Dry-Eye’’ moisture indicators are the only 


ones that employ two separate indicating elements—one for R-12, one for R-22. The L-200 can 


be installed alone or with the new Ansul “System Boss"’ drier .... the T-200 is designed for use with the unique 


Ansul “T-Flo"’ drier to create another complete moisture control system. Want scientific proof of what really 


happens when a single R-12 element is called upon to signal trouble in an R-22 system? Write and we'll send a 


research bulletin...or ask your refrigeration wholesaler. ANSUL CHEMICAL COMPANY, MARINETTE, WIS 


VWViO. 
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“| THROTTLES LIKE A GLOBE! 


f 
/ 


e Stainless steel screw. Re- 
moves easily. 


e Aluminum handwheel. Cool, 
comfortable in your hand. 


e Buna-N, O-ring bonnet seal. 
Leaktight. Impervious to oil, 
gas, water. 


e Non-rising stem. Double Acme 
threads for quick opening and 
closing. 


e 85-5-5-5% red bronze valve 
body. Precision machined and 
air-tested under water. 


MEMBER 
e Buna-N gate. Concave seating 


removes possibility of wire-. 
ba 
drawing. 5 


HUSKY °°” VALVE 


The Husky gate combines the best fea- Th 8*19 ta 
tures of gate and globe valves. Delivers 

complete capacity but throttles to any 

degree of flow. The Husky gate is prac- 

tically wearproof, and is low-priced. Be- 

cause of non-rising stem, it requires a 

minimum of head room. 


Ideally suited for low pressure water, ’ 
oil or gas applications. Available in sizes NIBCO INC. 
from %” to 2”, solder and threaded end. DEPT. v-6912  Ekhart, Indiana 
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UYuslesalon ACTIVITIES 


Jim Downs celebrates 25th year 
as wholesaler with open houses 


Jim Downs, a member of the re- 
frigeration and airconditioning 
business since 1923, recently cele- 
brated his 25th year as an indus- 
try wholesaler by holding open 
house at his three Refrigeration 
Supplies, Inc., stores in northern 
Ohio simultaneously. 

The Cleveland-based wholesaler 
has branch operations in Youngs- 
town and Akron, Ohio. The open 
houses lasted from 8 a.m. to 6 p.m., 
with well over a total of 500 con- 
tractor-dealers, servicemen, and 
other wellwishers crowding the 
three stores. 

All of Downs’ guests were regis- 
tered at the door and silver anni- 
verscary gifts were presented to 
many winners of drawings held 
throughout the day. 

Downs began his industry career 
in Decatur, Ind., 38 years ago as a 
serviceman, right out of high 
school, with a Toledo, Ohio, dis- 
tributor. He moved to Cleveland 
in 1936 as manager of the now-de- 





funct Starr Co. Later that year, on 
Sept. 15, he purchased Refrigera- 
tion Supplies, Inc., then in its 30th 
year. 

Employees presented Downs 
with a framed certificate at the an- 
niversary celebration to commemo- 
rate his 25 years of wholesaling. 


ARW figures show 
August sales rise 


Preliminary figures in Air Con- 
ditioning and Refrigeration Whole- 
salers first monthly sales report 
shows an increase for August 1961 
of 5.93% over the same month in 
1960. The tabulation is based on 
reports from 70 out of 225 member 
wholesalers. 

Broken down by region, the re- 
port shows that Canada has had 
the biggest percentage of change 
(+40.21%). Second is Region 7 
(southern Illinois, Minnesota, lowa, 
Missouri, Kansas, Nebraska, South 


APPRECIATIVE of his émployees’ recognition of his 25 years in business, James Downs, presi- 


dent of Cleveland's Refrigeration Supplies, Inc., 


and his wife look on as employee representa- 


tives Rod O'Flaherty and Bill Polzer award him a certificate. 
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Dakota, North Dakota, Colorado, 
Montana, Wyoming) with an in- 
crease of 11.9%. Only two showed 
a decrease: Region 4 (North Caro- 
lina, South Carolina, Georgia, and 
Florida) was down 1.86% and Re- 
gion 12 (Tennessee, Mississippi, 
Alabama, southeastern Louisiana, 


and northwestern Florida) report- 
ed -0.19%. 


Seattle branch opens 
Wakefield Supply C 


Wash., has opened a branch in 
Seattle, with Robert E. Starr as 
vice president and general man- 
ager. The Seattle location is at 
219 Pontius Ave., N. 


’0., Spokane, 


NAW, AID declare war 
“going direct" 

A hard-hitting public relations 
campaign is underway to show peo- 
ple they can not save money by 
cutting out the middleman. It has 
been started by the National Asso- 
ciation of Wholesalers and the As- 
sociation of Institutional Distribu- 
tors. 

Purpose of the drive: 

e To show that the wholesaler’s 
average net profit before taxes of 
1.90% doesn’t provide much of a 
savings potential. 

e Point out new costs involved. 


e Demonstrate that purchasing 
or financial people who expect big 
savings through direct buying 
aren't aware of all the 
volved. 


costs in- 


e Show that an organization that 
decides to become its own whole- 
saler must expect new hidden costs 
in its own operation. 

The campaign is designed to fit 
any wholesale product line. 


Thermal opens new branch 
Thermal Co., Inc., St. Paul, 


Minn., has opened a new branch 
operation at 1441 4th Ave. N., 
Fargo, N.D. R. E. Buhaug is branch 
manager. The store will serve the 
Fargo-Moorhead, N.D., trading 
area. 

Other branches are in Minneapo- 
lis and Duluth, Minn.; Milwaukee; 
Sioux Falls, $.D.; and Cedar Rapids 
and Des Moines, Iowa. 
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RCA © Line 2-Way Radio... 


Crashes the Interference Barrier! 
Knocks Down Costs! 
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Here’s new Efficiency in mobile communications— 
RCA’s new “E” Line—a quality 450 MC 2-way 
radio that screens out co-channel interference, skip 
signals and ignition noise, yet keeps costs down to 
a minimum! 

This is the finest UHF 2-way radio ever offered by 


RCA... and at the lowest price! Combined control 
head, speaker and power supply unit mounts in less 


tla 
> The Most Trusted Name 
~ ® 


( 


in Radio 
RADIO CORPORATION OF AMERICA 


than 7” space to completely eliminate under-dash 
clutter. Transistor powered, the “‘E”’ Line is easiest 
to install, and operate, 6 or 12 volt power supply, 
interchangeable, without wire changes or soldering. 


Now, the money-making, time-saving advantages 
of 2-way radio are available for every business! 
Your choice of lease or purchase plans. Send cou- 
pon for complete information. 


RADIO CORPORATION OF AMERICA 
Telecommunication Center, Dept. C-26/ 
Meadow Lands, Pa. 


~) Please send literature on the now RCA 
“E-Line” 2-Way Radio for 450 mc band. 


(-) Have Communications Specialist call. 

RE iiciscicsersninceniinimceiaacimpiaa ie Ae a iain Aa 
FIRM 

TYPE OF BUSINESS 

ADDRESS. 


_ 
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WHY YOU SHOULD SPECIFY 


Phelps Dodge 


A complete line of 
Copper Refrigeration and ACR 
Tube, and Wrot Fittings 
from one Source! 





NEW WROT SOLDER-TYPE FITTINGS. Phelps 

Dodge has added a wide range of fittings in sizes 
from \-inch to 6 inches. All fittings are protectively 
packaged for factory-clean delivery. 


PHELPS 
, My uimain py 


cw 





COLOR-CODED ACR TUBE WITH O.D. MARK. NEW P-D PAK CARTON. Reel-type design of 

INGS. Phelps Dodge ACR tube is specially convenient new carton allows refrigeration tube 
cleaned for refrigeration use. Extra-long coded end to be rolled or paid out quickly on the job. Color- 
caps are your assurance of factory-clean tube at job coded tape seals carton for protection, yet opens 
site. Tube is color-coded for fast identification and easily. 


marked with outside dimension. 
Quality tube and fittings sold the quality way—through authorized refrigeration wholesalers! 
PHELPS DODGE COPPER PRODUCTS p 


CORPORATION _ 
New York, N.Y. * Los Angeles, Calif. 1B 


MINE TO MARKET 
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USEFUL iterate 


AIRCONDITIONING CONTROL VALVE. Bulletin 272-A dis- 
cusses the “Selectaflow” valve for individual automatic control 
of hydronic cooling and heating units. The brochure’s eight 
pages contain several photos and cutaway cross-section sketches 
of the types of controls as well as tables of specs on each type. 
Also a selection chart by gpm capacity and pressure drop 
available across the valve Controls Div., American-Standard. 
circle 206 on reader service card 


CAPACITOR CATALOG. An ipdated motor-run, motor-start 
capacitor catalog (MS61-10) has been published that features 
complete listings of the airconditioning and refrigeration lines 
of ac capacitors, Information on capacities and physical dimen- 
sons are shown for all types. Engineering data, hardware, and 
terminal variations are illustrated Aerovox Corp. 

circle 207 on reader service card 


INSULATING FOAM. New bulletin describes “Nopcofoam H- 
602,” a urethane insulating foam for sub-zero applications. 
Information on advantages, mixing, and K factors are included, 
plus illustrated results of low-temperature tests on conven- 
tional foam and on the new product. A list of physical proper- 
ties of a typical panel, including densities, strengths, thermal 
conductivity, and dimensional stability figures is supplied, as 
well as a comparison of K factors. Nopco Chemical Co 
circle 208 on reader service card 


CLOSE-COUPLED END-SUCTION PUMP. Bulletin 108 de- 
scribes and lists applications of this centrifugal pump. Cross- 
section diagrams illustrate product features and identify parts 
used in optional assembly positions: mechanical seal, water 
jacketed mechanical seal, packing box, and water jacketed 
packing box. Also included are a selection chart, dimensions, 
limitations chart, and_ specifications. Aurora Pump Div., 
New York Air Brake Co. 
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WATER HEATING COIL catalog 404-2 covers the Type 5 coil. 
It contains direct selection tables for simplified selections be- 
sides information on capacity and air and refrigerant pressure 
lrop. Also included are several pages on booster coil and 
hot water coil base temperature rise by gpm per feed 
Mi ¢ uay Ine 
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CURRENT RELAY, plug-in type for use with glass terminal 

clusters on hermetic compressor shells, is featured in Brochure 

GEA-7331. The illustrated publication includes dimension dia- 

grams, ratinzs, and ordering directions General Electric Co. 
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HUMIDITY SYSTEMS AND INSTRUMENTATION catalog (SF- 
1) lists sensing elements, indicators, recorders, controllers, trans- 
mitters, and accessories. It also features other data such as 
wdering information Hygrodynamics, Inc 
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TERMINAL AND SPLICE CATALOG. Tells how to compute 
precisely what terminal or splice barrel size must be used to 


accept any given size of solid, stranded, rectangular, or square 


Continued on page 56 
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RBM 


BI-METAL_THERMAL 
TIME DELAY RELAYS 


Snap action contacts. 
; SPNO or SPNC contacts 
Entirely enclosed available with isolated 
or common connection 


V4” quick-connect 
terminals for 
heater and contacts 


2, 3, or 4 terminals 


rugged + reliable + low cost 


TYPE . RELAY 


The RBM Type 59 is a single pole control 
available for a variety of applications requiring 
a fixed delay in opening or closing. Typical of 
these are air conditioning and refrigeration 
equipment, appliances, sequencing controls 
and thermal time delay applications. The 
two bi-metal strips, identical in composition, 
are mounted so that during ambient temper- 
ature changes they compensate each other and 
maintain their relative position. 


RATINGS 
Delay range — 5S to 60 seconds 


Time tolerance—30O to 50% considering 
max. and min. voltage variations. 


Operating heater voits — 24, 115, or 
230 — 50/60 cycle A.C. 


Contact rating — 3 amps — 115 voit 60 
cycle A.C. inductive. (Can be furnished 
for larger loads. Consult factory with 
details of application). 


Write for Bulletin TTD-59 


Controls 
hese Prete 


LOGANSPORT, INDIANA 
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When refrigeration compressors burn out, acids in 
the system can destroy the replacement compressor 
—unless they’re flushed out pronto! 


With the new ISOTRON BURN-OUT TEST KIT 
—and ISOTRON 11 refrigerant in the new 20-lb. 
drum—you now can quickly spot burn-outs by de- 
tecting acidity in the system—and you can efficiently 
purge the system for recharging. 


Use of the BURN-OUT KIT and ISOTRON 11 
helps reduce call-backs and unnecessary cleaning. 
You'll spot trouble areas and make repairs before 
further damage occurs—you’ll quickly know whether 
the high side or low side needs cleaning and when 
the system is ready for recharging. 


The ISOTRON BURN-OUT KIT-—as effective as 
kits costing many dollars! Only 50c—get yours today! 


*, 
ees Lh 





Isotron Dept. 


Three Penn Center 
Philadelphia 2, Pa. 


qa itiaci ts 


00 th se Bie) 


32 








(in new 20-Ib. drum.) An effi- 
cient, instant-acting solvent. 
Dissolves acids and contami- 
nants, suspends solids until 
they're flushed away. Pre- 
pares system for recharging. 


PENNSALT CHEMICALS CORPORATION 


Ask for the ISOTRON 
BURN-OUT TEST KIT 


at your authorized refrigerant wholesaler 


ISOTRON BURN-OUT KIT 





Test tube, chemicals, dropper— 
everything you need to quickly, 
accurately determine acidity in a 
refrigeration system. Detects 
burn-outs—helps prevent further 
damage to the system. 


ISOTRON — The Key to Modern Living 


circle 33 on reader service card 


DECEMBER 1961/THE REFRIGERATION & AIRCONDITIONING BUSINESS 










How settings are locked 


Where it is desirable to lock set- 
tings, installer removes cover and 
pushes out factory-installed key “B”’ 
from each adjusting knob. This dis- 
connects knob from adjusting shaft. 
Then, user may insert special key 
“A” (supplied for key chain use) 
through knob slot and turn to make 
desired settings ... remove key and 
thermostat is locked as adjusted. 


A 


line voltage 


THERMOSTAT 


with front panel 
MUM 

all heating-cooling 

THURS 


Series 822 


Take your choice...heating, cooling or 
heating-cooling...each features unique, 
easy-to-use, locking-type knobs 


Here’s the line voltage thermostat that has “everything” desired for ac- 
curately controlling temperature in motels, schools, offices and similar 
installations. 

It has easy-to-read temperature and function selector dials. It has an 
accurate bimetallic thermometer with vertical dial. It has exclusive, lock- 
ing type adjusting knobs, attached to cover but connected to adjusting 
shafts by factory-installed “keys’’ within the knobs. It has a unique, 
built-in but concealed adjustable high limit stop for temperature dial. 
It has an unusually sensitive element and mechanism which provide low 
operating differential at all voltages and all amperages within its rating. 
It has easiest “field wiring” ever...simply connect to large terminals 
on back of thermostat. And, it has modern “thin-line’”’, compact styling. 
Learn more about this new thermostat... write to the Penn factory for 
Bulletin 3233. 


PEMM CONTROLS, VC. ser, ns. 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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Featuring Chrysler's snap-in cooling 


With the new Chrysler Model 1254 for residential air 
conditioning, installations are faster, easier, less expen- 
sive than ever before possible. It’s factory-charged, fac- 
tory-tested, sothere’s no on-site refrigerant work. Simply 
run the armored line from the cooling coil to the con- 
densing unit...and snap it on. Takes only a couple of 
minutes, and a hole through the wall the size of a single 
brick. You’ll handle extra jobs... without extra help. 

The Chrysler 1254 also features the all-new “deep 
probe” motor guard, an overload protector wired direct- 
ly to the motor windings. It eliminates the need for four 
separate (and complicated) control components . .. in- 
creases reliability and simplifies servicing. 

Add to these outstanding engineering advances a cool- 
ing capacity of 35,000 BTU’s, and you have the most 
saleable system on the market. 





Featuring Chrysler's New Model 1140 


Built To Sell For Less Than $500 Plus Installation 


This is really great news for your builder customers, 4nd 
plenty of sure sales for you, too. This high-quality, léw- 
priced Chrysler residential ore¢ommercial air conditioger 
is still another example of Chrysler’s engineerin pln 
ership. Fancy frills and extra weight are m7: 
can count on Chrysler’s reliability and mifimum af 
ice. The 1140 delivers 33,000 BTUH — en@ugh cool 
power to cool up to 2,200 square feet of livthg space§ 
All the famous Chrysler quality and eng§neering §d- 
vances are there, too. This, plus the wondergul price you 
can profitably quote with confidence—less than s500 
installation — will put the Chrysler 1140 af the to 
your list of best-sellers for "62. 


WITH CHRYSLER, YOQ CAN BE A 


SHOW: OFF 


with High Quality and Low, Low Cost 
a 
F ¢at uring Chrysler's New Gas Furnaces 


Thefe smartl§-styled Lo Hi-Boy gas furnaces are ideal teammates for either 
the 1140 or t§e 1254 air conditioners above. They’re available in four capaci- 
ties, from nite to 150,000 BTUH. All feature new step-controls for smoother, 


of 
t 











quieter starting. All have built-in bottom panels to eliminate grouting. And 
conveniently-focated knock-outs mean faster, easier installation. 

These furnaces are part of a newly-expanded Chrysler line of 34 gas fur- 
naces specially designed to meet builder requirements...competitively priced, 
with capacities from 50,000 to 200,000 BTUH. Call your Chrysler distributor 
today, and see Chrysler’s new line of quality air conditioners and furnaces 
for 1962. Or write us for your copy of “The Chrysler Line is the Quality Line.” 


CHRYSLER 


1iRtTtE M P 
"n FK-121, Dayton 4, Ohio 
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LET’S nauk GUStiess. 


Can you use free market data? 


Marke riING sTaTistics are like a road map — they can show you where 
you are going, let you compare and choose the routes to follow. They 
also give you a chance to check your position and decide when to change 
direction or speed. 


Good marketing information encourages the capital investment and 
sales penetration ‘the it make an industry grow faster. In the past, lack 
of marketing data and too many blue sky predictions have encouraged 
some companies to enter our market without a true idea of what to ex- 
pect. Often these investments didn’t pay off, and inventories were 
dumped at distress prices that upset the market for everyone. 

With the high cost of doing business today, our industry can’t continue 
with such a hit and miss marketing pattern. For factual future planning, 
we must know two things: What is sold? Where is it sold? 

The best basis for marketing data would be unit sales. Few companies 
want to reveal this, however, so let’s compromise by using dollar volume. 
The most logical agencies to collect and sort this information are the asso- 
ciations in our field. The usual reason they advance for not doing it — in- 
sufficient budgets. 

In the past year, we have had an interesting experience. Four different 
component manufacturers asked us for marketing information. In each 
case, we contacted several other companies with similar product lines. 
All agreed it would be very helpful to have the industry data we dis- 
cussed and said they'd like to see any national figures we could assemble. 
But each company refused to report its own figures. 


One of the firms that wanted marketing information was just exploring 
the prospects of entering a segment of our industry. We did our best, 
without market data, to discourage them. But now we learn that they 
are going ahead with plans to enter the field. 

Prices and distribution in this industry segment have been fairly stable 
de ‘spite a mé unufacturing capacity that’s already excessive. To penetrate 
the market, the newcomer must knock over established pricing and dis- 
tribution practices. In doing so, he will make it difficult for everyone to 
maintain profit levels. , 

We are a growth market. To many we look ripe for exploitation. But 
adequate, factual industry-wide mi irketing data would give these would- 
be newcomers, as well as firms already in the field, a more intelligent 
basis for their business judgments. 

To solve this problem, we made an offer to these companies that 
bears repeating. THe RerriceRaTion & AIRCONDITIONING BustNeEss will 
provide a bonded individual to gather individual company figures to 
establish a national sales pattern — at no cost to the industry. Our only 
reservation is exclusive rights to publish the national figures. We guaran- 
tee that no individual company figures will ever be published or made 
known to any other company. 


How about our offer — any takers? 
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prade 


K. L. Wu 


BUSINESS BACKGROUND: 
Has been manager of 
Minneapolis-Honeywell’s 
residential controls division 
1952, a vice president 
since 1956. Joined Honeywell in 
1931 as a student engineer. 


since 


1935 was transferred to the 
company’s industrial division in 
Philadelphia as sales engineer. 
Held similar positions 

in Indianapolis and Cleveland. 
Named manager of Honeywell's 
Detroit branch in 1943. 


years later became 


Five 
southwestern 
regional manager in Dallas. 
Next year moved to executive 
offices in Minneapolis to head 


heating, airconditioning, o.e.m. sales. 


INDUSTRY ACTIVITIES: 

Active member of such 
industry groups as ARI, IBR, 
ASHRAE, NOFI, GAMA, and 
NWAHACA. 
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Brand loyalty — does it pa 


manager, residential controls div., Minneapolis-Honeywell Regulator Co. 


MANY MANUFACTURERS COMPLAIN about what they term a deplorable 
lack of brand loyalty on the part of contractor-dealers. But in most cases 
they have only themselves to blame, and cert ainly just complaining will 
never cure the situation. 

Any manufacturer can win substantial loyalty for his brand if he will 
promote a positive program of benefits to contractor-dealers, and then 
demonstrate to them by his actions that these benefits are real. 

What benefits can a contractor-dealer logically expect to derive from 
lovally concentrating his efforts on the merchandising of a single brand, 
instead of shopping around and buying wherever the price is right? 
Here are some of the important ones: 

(1) If he handles only one brand he has to carry only one stock of re- 
pair parts in order to assure adequi ite service to his customers. 

(2) He knows he'll be able to give his customers service not only now 
but in the future too, with little danger of being stuck with orphan makes. 

(3) If he runs into product trouble he can get help from the manu- 
facturer. If he’s been buying from everybody he'll probs ibly find he’s left 
to work out these proble ms for himself. 

(4) He can keep abreast of the ever-changing improvements in prod- 
uct application, because the manufacturer will be willing to pass on to 
him the accumulated knowledge acquired in all his field experience. 

(5) He can get help on sales training, both in factory schools and 
on the job. A manufacturer is willing to invest in this type of training 
for a contractor-dealer he can count on. 

(6) In times of product shortage he can be assured of top priority 
on delivery, because the manufacturer will obviously take 
best—and most loval—outlets first. 

(7) If he’s really doing a job in covering his marketing area he can 
be assured of reasonable protection against other outlets selling the same 
brand, even though this is not specifically spelled out in his franchise. 

(8) He can get extensive credit accommodation from the manufac- 
turer if he runs into financial difficulties. 

The manufacturer or wholesaler who can’t offer concrete benefits like 
these to the contractor-dealers who handle his products, and back them 
up with solid performance, has no right to expect loyalty from them. But 
a contractor-dealer who can get this type of support from one manufac- 
turer should be willing to go all out in selling that particular brand 
against any kind of price competition. 

Brand loyalty is a two-way street. It requires mutual respect, mutual 
confidence, and a close degree of cooperation between manufacturer and 
contractor-dealer. Properly implemented it’s the best way to battle the 


profit squeeze. Perhaps the time has come for the entire industry to unite 
in an effort to accomplish this job. 


care of his 


DECEMBER 1961/THE REFRIGERATION & AIRCONDITIONING BUSINESS 





ff for the contractor? 


Joun E. Sciutiinc, president, Schilling Chilling Co., Indianapolis, Ind. 


BRAND LOYALTY HAS BEEN VIRTUALLY DESTROYED by the actions of both 
manufacturers and contractors in recent years. The manufacturer has 
searched blindly for richer representation. The contractor has continually 
hunted a better deal. It’s hard to tell which is cause and which is effect, 
but most contractors feel that the manufacturers are primarily to blame. 

We feel they have lost their rights to Brand Loyalty by their headlong 
pursuit of volume at all costs. We're all for volume, too, but the mad race 
to build it without regard to other factors could lead to our mutual down- 
fall. x 

Brand loyalty is a lot like marriage. It has some disadvantages, but a 
lot more advant: iges. And divorce, bigamy, infidelity, or even heavy 
flirtation don’t contribute to a good marriage. Where there’s a healthy 
marriage between Brand and Contractor, youll find both loyalty and 
volume—and profit, too. A glance at the operations of the prime contrac- 
tors across the nation—and they're getting progressively fewer—will prove 
that. 

In our city (and I'm sure we're not unique ) during the past five years 
four major manufacturers have demanded that the contractors who re p- 
resent them triple their volume. Isn't this rather stupid? Each of these 
four contractors was already doing a healthy business, so where were the 
extra sales to come from to produce the tripled volume? All four have 
now ceased being the main source of distribution for the manufacturers 
involved. Do you think volume for any of these brands has tripled? 

Share the plum, Mr. Brand. Your profit, in dollars or percent, is vastly 
greater than ours. Wouldn't it be fair, even wise, to invest a chunk of it 
in the kind of help we really need? I mean sales training, mostly, with 
training in business management next. 

Train the contractor's salesman, and very likely he'll take it from there. 
With salesmen really trained to sell, very few contractors will fail to pro- 
duce greater volume and higher profits, 

By sales training | don’t mean just 7 occasional tub-thumping, chest- 
beating convention to view new lines. I do mean manufacturer training 
of contractor’s salesmen in the field, at in the salesmen’s home town. 
Costly? Sure. But it needs doing. And the contractor's 1.5% profit before 
taxes isn’t enough to pay the bill. 

Most good contractors realize that Brand Loyalty built the economy 
of the greatest nation on earth. We're still eager to give Loyalty, Mr. 
Brand, if you give us the help we need. Telling us to * ‘get going” is no 
longer the answer. Deal yourself in. Say, instead, “let’s go! 

You need us, Mr. Brand, more hen we need you. We're not selling 
vacuum cleaners or coffee pots. The reputation of your product depends 
on us—how we sell it, how we apply it, how we care for it. You need our 
Loyalty, and we offer it to you. Only don't try to take it—earn it! @ 
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BUSINESS BACKGROUND: 
Founded Schilling Chilling 

Co., Indianapolis, Ind., 
airconditioning and commercial 
refrigeration contracting firm, 
in 1950. From a one-man operation 
it has grown steadily until now 
the company has 24 employees, 
with sales, service, sheet metal 
and filter departments. 
Company name stems from jest 
made by fellow student at 


Milwaukee School of Engineering 


in 1946. After graduat.on, 
became a serviceman, then a 
salesman, until he started his 


own business. 


INDUSTRY ACTIVITIES: 

Charter member, Refrigeration 
and Air Conditioning Contractors 
Association of central Indiana. 
Member, RACCA-National. 
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REVIEW AND FORECAST 


What's our busines 


[ry YOU WANT your share of refrigeration and aircon- 
ditioning business in 1962, you're going to have to 
work harder than ever to get it. Most people in our 
industry are optimistic about business in the coming 
year, but they're also sure that competition is going 
to be the roughest ever. We found this out in a na- 
tional survey of hundreds of airconditioning and re- 
frigeration contractor-dealers, wholesalers, and manu- 
tacturers. 

There's a general agreement that 1961 business is 
up over last year’s and that 1962 is bound to be even 
better. But the contractor-dealers, wholesalers, and 
manufacturers can’t agree on why or how much it 
will be better. 


One thing nearly all agree on — profit margins 
are going to be slimmer oon — despite a busi- 
ness boom. You may take in more money in 1962, 


Here's what 
our industry looks for 


in 1962 
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and your dollar profit may go up, but your profit 
percentage isn’t going to be as great. Most industry 
people expect this profit squeeze to keep on through 
1962. 


Outlook: tighter profits 


Well over three-fourths (79%) of the men we sur- 
veyed expect a bigger dollar volume in 1962: 25% 
look for an increase of as much as 10% or more. But 
only 68% expect profits to go up, and then most say 
it will be less than 10%. Main reasons they give for 
this tighter margin: keener competition and _ rising 
overhead costs. 

Noted by a Texas contractor: “We expect more 
compe tition, and a smaller markup so that we'll have 


to do a bigger volume just to get the same profit.” 


68% soy sales wil be.......... 


61% say profits will be........ 


9% on a | 
“aa 
23% wit a sa 
25% wan ae. 








DECEMBER 1961/THE REFRIGERATION & AIRCONDITIONING BUSINESS 





climate for 


He expects 10% more business in 1962 because of 
better conditions and additional salesmen. But his 
profit will probably be the same as 1961. 

Asa group, 68% of the contractor-dealers surveyed 
look for a jump in business in 1962. Most popular rea- 
sons: greater volume and better business management. 
The ones who think business will stay the same or 
go down say it will be the result of less available 
business. 

Manufacturers are the most optimistic about 1962. 
Over 90% say dollar volume will go up, and a third 
of them say it will be up by more than 10%. None 
estimate they will do less business in 1962 than this 
year. The manufacturers expect more profits, too. But 
like everyone else, they look for a lower percentage 
of profits. 

What reasons do industry people give for their 


m 93% say sales will be........ lj - 
s : 76% say profits will be.......... 
~eDQ 
3% on 
ae OAME 
et 21 bo be the 
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estimates of 1962? They listed many different ones, 
but the most common one — noted by 47% of those 
who expect to take in more dollars — is that there's 
going to be more business available. Almost as many 
say increases in sales promotion and the addition of 
new products will be big factors, too. Others expect 
bigger sales staffs and wider distribution to help in- 
crease sales. 


Expect stiffer competition 


But all isn't optimism. One word sums up industry 
fears for 1962 — competition. We got more unsolicited 
comments on c ompetition than any other point. 

As one West Coast contractor put it: “It’s a rat 


Continued on page 40 
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WHAT'S OUR BUSINESS CLIMATE? 


race with new contractors in the field buying their 
jobs just to get established. They insist on bidding 
without the proper markup, so that it’s harder and 
harder to maintain a reasonable profit margin. 

And from a Chicago contractor who says his dollar 
volume for 1962 will be down 5 to 10%, but profits 
up by the same margin: “We're not taking any more 
marginal jobs. We're concentrating on a more profit- 
able class of work.” 

Quotes from manufacturers reflect this too. “Com- 
petition will be very keen,” says a midwestern firm, 
“but we hope to hold the line on profits with a bigg rger 
volume and improved manufacturing processes.’ 

Another company says it is opening a new plant 
in the South to take advantage of lower labor costs 
and reduce overhead. “It’s the only way we can stay 
competitive.” f 


Somebody's bound to suffer 


The survey results point up how stiff competition 
is going to be in 1962. Ninety percent of the manu- 
facturers expect to do more business in the coming 
year, but only a third of this big percentage look 
for more business to be available. If their pre dictions 
hold true, these companies are going to be locked in 

battle for business, with each one trying harder 
and harder for a bigger share of the existing market. 
Not everyone can take in more dollars, when there 
are only a limited number to go around. 

Contractor-dealers face the same problem. Little 
more than a third of those surveyed expect more 
business to be available next year, but 68% expect to 
do more business. Some are bound to be disappointed. 
If two-thirds of the contractor-dealers are right in 
saying there won't be more business available next 
year, the only way they can take in more dollars is 
by getting a bigger share of the market. To do this 
they ll have to take jobs away from competitors, either 
by selling harder or by cutting prices. 


THESE ARE THE REASONS — 


68% of the contractor-dealers expect more 1962 business 





9% | 31% | 39% 
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12% 


These figures total more than 100% because some contractor-dealers listed several reasons. 


This may not be as much of a problem as it appears, 
for most national economic indicators point to im- 
proved business conditions in 1962. Production levels 
are slowly going up and unemployment is going down. 
This upswing in the national economy should be 
reflected in our industry so that there actually will 
be more business to go around. 

Most industry people are optimistic about 1962, 
even if they don’t agree on where their extra business 
is going to come from. They are almost equally op 
timistic when it comes to estimating what their final 
figures for 1961 will show. But it’s hard to reconcile 
their expectations with some other industry indicators. 

Almost 25% of the contractor-dealers say their busi- 
ness in 1961 was up more than 15% over 1960. At the 
opposite extreme, 12% said their business was down 
more than 15%. The rest are spread in between, with 
the biggest group saying year-end figures will show 
an increase of 5 to 10%. 

In the industry as a whole, two-thirds of all the 
firms surveyed say they are doing more business in 
1961. But more than half say profits will not be up 
over last year's. They blame higher overhead, lower 
volume, and in-warranty Sollee in that order. Few 
say the weather hurt them this vear. 

This estimate of more business by two-thirds of 
all the firms doesn’t jibe with other industry statistics 
we've seen. They show that 1961 shouldn't be as good, 
either in dollar volume or profits, as 1960 At the time 
we went to press, the latest Department of Commerce 
figures showed a 7% drop in refrigeration and _air- 
conditioning sales for the first 8 months of 1961 over 
the same period of 1960. 

These figures make us wonder if people in our in- 
dustry really know how they are doing. 


RACCA head doubts ‘61 sales up 


Another note of discord: Our survey questions so 
interested the president of Refrigeration & Air Con- 
ditioning Contractors Association that he made 8 or 
10 phone calls to key contractors all over the country. 
He asked them their opinions on business for 1961. 
Here is what he found out from talking with these 





13% 
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Here's how 


the industry estimates 


1961 business 


people who should know better than most how our 
industry is doing: 

“The calendar year of 1961 was not a profitable 
year for the re frige ‘ration and airconditioning contrac- 
tor in general. The average contractor using an 
effective cost control system and adequate accounting 
procedures to check his ste nding, will probably oper- 
ate at a loss in 1961. If he is in the black, it is likely 
that his profit will be negligible. The almost standard 
answer from the qualified contractor as to how his 
profits will be in 1961 is ‘worst year | have ever 
had. The main reasons for this answer are that 
business volume has dropped and overhead has gone 
up. 

“In general, this is the profit story for the entire 
country, except for the West Coast where total busi- 
ness was up about 15% — mostly because aircondition- 
ing and refrigeration contractors were getting a larger 
share of the available market.” 


Good management means better profits 


If this report and Department of Commerce figures 
are true, then it means a good share of the people 
in our industry don’t have an accurate, up-to-date 
picture of their operations. It’s difficult to see how 
three-fourths of the industry can say they are doing 
more business in 1961 than in 1960 when Departme nt 
of Commerce figures show sales are down 7% for 
the first 8 months. 

Fifty-three percent of those surveyed said they 
expe ct to operate more profitably next year by using 
better business management. Maybe this is what the 
industry must follow through on. Good management 
practices will not only help you operate more effi- 
ciently in a profit-squeeze, but they'll also show you 
where you are and where youre going. @ 
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33% say profits are........... 


6% say sales are mC AME 
13% say profits are the............ 


41% say profits are.........cccccccssecscceeeme 


14% say soles are................... DOWN 
41% say profits are the............. 


18% say sales are................... DOWN 


6% say sales are the............... § AM r 
18% say profits are the.......... 
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RAY K. SERFASS 
president 
Air-Conditioning 
and Refrigeration Institute 


WALTER McCARTY 
president 
Refrigeration and Air Conditioning 
Contractors Association 


5 association heads tell wh 


McCARTY e@ Business forecast: Business for 

the qualified refrigeration and _air- 
conditioning contractor should be considerably better 
in 1962 than in 1961. Profits should be up too, al- 
though not quite as much, because most contractors 
are finding that overhead continues to creep upwards 
despite strenuous efforts to keep it in check. 
indicate a growth in our business. 

@ What's behind it: General economic conditions 

Also, qualified refrigeration and airconditioning 
contractors should continue taking a larger share of 
the available business away from other contractors 
not primarily in this business. This trend started on 
the west coast and is now taking hold in the midwest. 
Two reasons: some of these other contractors have not 
found our business profitable, and many customers 
are returning to the qualified refrigeration and _air- 
conditioning contractor because of dissatisfaction with 
the type of jobs they got from contractors not princi- 
pally in this field. 

A break in the weather could help, too. Most con- 
tractors did not get much impulse business due to 
weather this year, and sometimes sales and service 
based on impulse can account for as much as 15 to 
20% of a contractor's total volume. 

Improved products and better quality control by 
manufacturers, coupled with improved engineering, 
application, installation, and service by qualified con- 
tractors, should continue to spur the industry’ s growth 
during 1962 

e Look for: More heat pump sales. Public accept- 
ance indicates that the volume of heat pump busi- 
ness will grow at a moderate rate in those parts of 
the country where the heat pump is practical, pro- 
vided high quality equipment is properly installed 
and adequately serviced. In northern sections of the 
country the promotional money being spent by electric 
utilities should he Ip increase ‘industrial and commer- 
cial heat pump applications next year. 
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SERFASS e Business forecast: Measured by 
both sales and profits, 1962 should 
progress beyond 1961. 

@ What's behind it: U pswing in national economy 
next year. Housing starts will be up modestly from 
about 1,300,000 to 1,375,000. Commercial construction 
is rising even now, and will continue to do so. Indus- 
trial construction is rising. All manufacture of durable 
goods is expected to rise. 

Latent growth factors in our own industry also 
should spur business. Airconditioning is becoming 
more widely accepted as an investment rather than 
an expense, in residential as well as in commercial 
and industrial applications. The industry is doing an 
increasingly better job in product developme nt to 
meet the requirements of the market and to reduce 
the installed cost to the user. 

e Look for: Trends in product development that 
will reduce operating costs, including energy costs, 
maintenance, and labor. 

Continuation of cost-prize squeeze. Modest price 
increases, eliminating the abnormal reduction that 
took place in 1961 as distributors and manufacturers 
strove to reduce inventories that had risen above the 
1960 level without an increase in either units of sales 
or dollars of sales. 

Unknown element in 1962 picture pertaining to 
excise tax and its impact upon central station aircon- 
ditioners. 


SORENSEN e@ Business forecast: Business for 
our members should show a mod- 

erate improvement for 1962 over 1961. 
e@ What's behind it: Most wholesalers experienced 
a business slump in the first six months of 61 due 
primarily to inclement weather and the general slow- 
down in the national economy. Last August our asso- 
ciation started a monthly study of sales trends for 
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E. PETER SORENSEN 
president 

Air-Conditioning 

and Refrigeration Wholesalers 


DONALD D. DENNY 

president 

National Commercial Refrigerator 
Sales Association 


CHARLES W. LOCKHART 
president 

Air Moving and 
Conditioning Association 


business will be better in ‘62 


our members. These reports have indicated a general 
rise in sales over the same period of 1960. W ith an 
improved economy and _ better weather conditions, 
sales should continue to grow next year. 

We are hopeful that the profit picture will improve 
as well. Most of our members have been affected by 
increased costs and a softening of prices during the 
past year or so. More sales and a firming of prices 
could help this situation, but the wholesaler’s best 
hope for increased profits lies in increasing the effi- 
ciency of his business operations. He needs to know 
more about his costs of doing business, and we hope 
to help him gain this knowle ge through our associa- 
tion’s statistical interchange program. 

e Look for: Some continuation of the o.e.m. for 
resale problem which has been making it extremely 
difficult for the wholesaler to compete in certain 
markets. 


DENNY e@ Business Forecast: At our recent na- 
tional convention there was a feeling of 
optimism about business and profits for 1962. Busi- 
ness looks good and dollar profit also should be good, 
although profit percentage may be down. Today’s 
picture is more volume and smaller mé urgins. Competi- 
tion is keen. 
e What's behind it: Our business will be up be- 
cause more and more of the smaller food market 
chains and voluntary groups are realizing that they 
can buy from a good distributor at less than the *y can 
buy direct, when they consider all of the costs ‘for a 
completed installation, including store planning, in- 
stallation, and service. Even the national chains are 
studying these hidden costs closely with an eye to 
additional savings. 
Most of our distributors have by now realized the 
importance of being able to equip a large supermarket 
completely, and have added many more items to their 
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lines. This diversification also will increase our busi- 
ness. 

e Look for: Trend toward supermarkets in dis- 
count houses. This is new business, and it will go 
through distributors because practically none of these 
discount houses have facilities for buying direct. They 
all need the services of a good distributor. 


LOCKHART e@ Business forecast: Most of the 

manufacturers comprising our mem- 
bership anticipate an increase in business for 1962. 
Profit increases are difficult to predict, but generally 
should be higher. 

@ What's behind it: The overall increase in the 
economy will favorably affect every equipment manu- 
facturer. Some of our members specialize in industrial 
air handling equipment. Industry's capital spending 
plans will aeontiy affect their sales. A majority of 
our members make products for the general ventila- 
tion and airconditioning field. Continued increase of 
general contractor awentie for educational, religious, 
and public buildings will provide increasing markets 
for these products. Industries associated with missile 
and other defense programs are requiring more so- 
phisicated and precise manufacturing facilities and 
methods. Quite often this means a need for specialized 
air handling equipment. 

e Look for: Increasing use of standards in equip- 
ment sizing. This will help manufacturers keep de- 
sign and fabrication costs down, make possible lower 
equipment costs to the user. 

Development of standard codes for product testing. 
Our association has recently adopted a new and re- 
fined air test code, and has pioneered the develop- 
ment of a practical sound test code, soon to be pub- 
lished. These codes will help manufacturers test and 
rate air handling equipment, and will benefit quality- 
minded customers. @ 
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Keeps beverages colder on 
hot days...installs quickly... 
performs perfectly! 


OFFERS BIG CUSTOMER ADVANTAGES: 
Dial adjusted cut-out settings on the Ranco 
Model A12-1560 Replacement Control for 
beverage coolers keep inside temperature at 
desired level, regardless of outside tempera- 
ture fluctuations. Variable cut-out settings 
range from 19° to 29° F. Other advantages 
include manual OFF position on the dial 


knob, and constant cut-in (factory setting) 
of 39° F. 


SPECIFY RANCO CONTROLS for all your 
refrigeration, air conditioning and appliance 
needs. Your Ranco wholesaler can give im- 
mediate delivery on the most commonly used 
Ranco models — fast, dependable service on 
“special” orders. He'll be happy to help you. 
Why not check with him today! 


Get this handy Ranco Reference Manual 


rigs No. 1660 lists nearly 5000 
Ranco Replacement Con- 
trol applications, most 
complete line in the 
industry. Buy your copy 
from your Ranco Whole- 
saler. (Not available 
from factory.) 





— 





Ranco Model A12-1560 
Replacement Control For Beverage Coolers, UL Approved. 





QUnco 
INCORPORATED 
COLUMBUS 1, OHIO 


circle 37 on reader service card 
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irre APD FOR CONTRACTORS 


NG GUIDE AND REFERENCE FILE 


Volt—amp—ohm tester can be 


your serviceman’s best friend 


No FAMILY pocror would think of calling on a 
patient without a stethoscope in his little black bag. 
And no airconditioning and refrigeration serviceman 
should ever go out on an installation or service job 
without some sort of volt-amp-ohm tester in his tool 
kit — and the know-how to use it most effectively. 

This handy instrument will tell you more about a 
cooling system, and do it quicker, than any other tool 
you carry. Several types of portable voltmeter-am- 
meter-ohmmeters are on the market, but they all work 
on the same basic principle. As an example, we'll take 
just one type of tester — the “Amprobe Jr.” — and tell 
you where and how to use it to solve a great variety 
of problems. 

This pocket-sized instrument is of the snap-around 
type. It lets you read voltage on a calibrated scale, 
measure amps without interrupting service, and tests 
for resistance. It comes in a kit, complete with an ohm- 
meter attachment, test leads, and an energizer unit 
that “splits” double-conductor cords for direct read- 
ings at outlets, or boosts the sensitivity of the instru- 
ment 10 times for readings on fractional hp motors. 

Here are some of the ways you can use it to speed 
and simplify your everyday work: 
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Measure line voltage. Plug test leads into recep- 
tacles on back of instrument. Touch one side of line 
with red test prod, the other with black prod. Read 
voltage indicated on scale by pointer. It should be 
within 10% of nameplate rating. Check should be made 
at closest convenient point to equipment. 


Measure load current. Snap transformer jaws around 
one of lines feeding equipment. Read amperage indi- 
cated on scale by pointer. It should be within 20% of 
nameplate rating. 

Check load balance. Snap jaws around each line 
and read current. On three-phase system, a balanced 
load will show no more than 10 to 20% difference be- 
tween the three phases. On a three-wire, single-phase 
system, current measured in the two hot legs should 
be within 10 to 20% of each other. 


Test motor for grounds. If motor is on the job and 
frame is grounded to the line, disconnect ground leg 
of line wires from the motor ground terminal. Then 
hook one lead of tester to motor ground terminal and 
the other lead to motor frame. If motor has been re- 
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moved from the installation, disconnect the two line 
wires from the motor. Using one line wire, hook up 
tester in series with motor. Connect the other line 
wire to motor frame. If winding is grounded to frame, 
tester will indicate full line voltage. In case of high 
resistance ground, which is simply a low insulation 
resistance, indicated reading will be a little less than 
line voltage. A winding which is not grounded will be 
shown by a low reading which will be mostly due to 
capacitance effect between the windings and the steel 
laminations. 


Test for shorts. Shorted electrical equipment draws 
an excessive amount of current. Measure current with 
tester and compare with nameplate rating. 


Check fuses. Measure voltage between load side of 
one fuse and line side of next one. If tester does not 
indicate full voltage, load side fuse is bad. 


Test electrolytic capacitor. To measure capacity of 
a capacitor, snap tester jaws around one lead going 
into capacitor. Read current on scale. Keep capacitor 
on line for only a very short period, because motor 
starting electrolytic capacitors are rated for intermit- 
tent duty. Compute capacity in microfarads by sub- 
stituting line voltage and current in following formula, 
assuming that a 60-cycle line was used: 


Microfarads = 2660 s amperes 
line volts 


If no current is indicated, an open capacitor exists. 
A shorted capacitor will blow the fuse when the line 
switch is turned on to measure the line voltage. 


Test for opens. To determine whether a circuit is 
open, connect one leg of the line to one end of the 
relay winding and one lead of the tester to the other 
end of the winding. Then connect the other lead of the 
tester to the other leg of the line. If winding is open, 
no voltage will be indicated. If circuit is not open, 
tester wil indicate voltage. 


Find grounded side of line. Touch one test prod to 
ground, such as conduit or receptacle box. Touch each 
side of line with other test prod. The one that pro- 
duces a voltage indication is the hot side; the one 
that doesn’t is the grounded side. 


Test centrifugal switch in a split-phase motor. The 
centrifugal switch disconnects starting winding from 
line when motor approaches full speed. Snap jaws 
around one of starting leads. If current is indicated on 
tester after motor reaches full speed, centrifugal 
switch is faulty. 


Get direct readings at outlet. Plug energizer into 
outlet. Then plug line cord into direct reading recep- 
tacle on energizer. Snap tester jaws around energizer 
loop. This makes it possible to split double conductor 
line cord for quick reading at outlet. 


Measure resistance. Using tester having ohmmeter 
feature, simply insert battery attachment, plug in test 
leads, and apply to circuit you are measuring. @ 
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MAKING TESTER more sensitive by winding line around jaw. 
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Huco C. Smrtu, consulting editor, refrigeration 


Food store chains help upgrade 


commercial refrigeration installations 


THE STANDARD OF QUALITY of commercial refrigera- 
tion installations is considerably higher today than it 
was several years ago. One of the chief reasons for 
this improvement has been the upgrading influence 
of the big food market chains. 

Most of these chains have their own refrigeration 
department, which functions as part of the mainte- 
nance division. The purchasing of all new refrigera- 
tion equipment, as well as all service on equipment 
in use, is handled by a relatively small group of 

le. 

Generally speaking, these people are conservative 
buyers. They oe good quality and they insist upon 
it. They will seldom compromise quality for price 
alone. 

But they are progressive, too. So promising new 
products are assured of a ready reception. If the 
product proves really worthy, the manufacturer will 
find his sales increasing rapidly in many sections 
of the country at the same time, due to the fact 
that one man may control the buying for hundreds 
of stores. 

Because purchasing and maintenance are so closely 
associated, poor products are quickly weeded out. 
Sloppy installation practices resulting in excessive 
service are not tolerated. 

The rapid improvement in the installation practices 
of the food store chains has been, and will continue 
to be, reflected in the improved quality of refrigera- 
tion installations purchased by other types of cus- 
tomers less aware of the requirements and advan- 
tages of a top-notch job. 

Recently I had occasion to inspect the refrigera- 
tion installation in the new Albers Super Market in 
Wilmington, Ohio. Albers is a subsidiary of the Colo- 
nial Stores chain. I was greatly impressed with the 
high quality equipment, good engineering, and ex- 
sities workmanship evident on this job. 

The installation was made by Paul Carter, working 
under the direct supervision of Robert Swisher, who 
has charge of maintenance for Albers in this area. 
It is a fine example of the type of installation that 
is helping to elevate the entire commercial refrigera- 
tion business. 
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Coils of the new “happy medium” type are used 
in the meat and vegetable rooms and in the cutting 
room. These high surface, low velocity coils were 
described in the October 1960 Applications Manual. 

The meat room is equipped with two compressors, 
each operating one happy medium coil. This hookup 
assures the market of refrigeration in this room, even 
if one compressor should fail. It was quite a revela- 
tion to walk into a cooler totally devoid of air blast, 
yet having that crisp, cool feeling found only in 
coolers with perfect air circulation. 

The 13 x24 x9’ cutting room is handled by a single 
coil mounted lengthwise down the center of the 
room’s ceiling. This produces a definite pattern of 
air circulation. Cold air descends down each side 
wall in a narrow curtain approximately 5” thick. At 
both ends of the room the warmer air drifts slowly 
upward. 

The large coil surface and low air velocity of the 
happy medium type of coil make it ideal for use in 
rooms where people are working constantly. If air- 
conditioning type coils are used, an extremely —_ 
amount of air is required to handle the high sensible 
and latent load. This high velocity blast of cold air 
makes workers uncomfortable, both physicially and 
psychologically. 

The freezer is operated at -18 F and is used for 
storage of ice cream and all other frozen products. 
It is equipped with a hot gas defrost system of the 
heat storage type. 

Suction and liquid lines were run in the floor slab, 
pitching from the coolers to a trench in the compres- 
sor room. After being trapped, these lines rise to 
the compressors in decreased size to assure oil return. 

The air cooled, semi-hermetic compressors are 
racked two-high in a long line down the center of 
the narrow machinery room. Each compressor has 
its own air cooled condenser. Fabricated by the man- 
ufacturing division of Colonial Stores, these condens- 
ers all have the same height and width. Depth varies 
as the number of rows of coil varies to balance 
compressor horsepower. All of these condensers ap- 
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pear to be quite generously sized, which definitely 
is sound engineering practice. 

Air inlet to this compressor room is through the 
outside wall on the condenser side of the condensing 
unit rack. Volume of intake air is controlled by three 
motorized dampers operating large louvers installed 
in this wall. Air is discharged from the compressor 
room through three exhaust fans mounted in the 
ceiling of the room on the compressor side. Thermo- 
stats cut in the fans at 75, 80, and 85 F, respectively. 
(A machinery room of this type was described in the 
August 1961 Applications Manual.) @ 





COILS for this model food market installation were care- 
fully selected to meet the requirements of each area to be 
cooled. Happy medium type coils were used in the meat 
room (above) and cutting room (left); a hot gas defrost 
coil serves the freezer (below). 


CONDENSING 
UNITS for all re- 
frigerated rooms and 
fixtures are double- 
decked in this venti- 
lated machine room. 
Right photo shows 
air intake louvers in 
exterior wall. Left 
photo shows one of 
three exhaust fans in 
ceiling. Specially 
built condensers vary 
in depth to balance 
horsepower of indi- 
vidual compressors. 
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: ““Here’s why I’m switching to 
. HaM central system 
air conditioners 
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.../ can get just the fin spacing, 
tonnage and CFM | want.” 


Now, Halstead & Mitchell gives you a choice of 6, 7, 8 or 10 fins 


per inch . . . makes it much easier to match a central fan-coil unit 
to a particular job or to meet specifications. 


And look what else H&M offers: a selection of three coil face areas an Semes 
for each model; direct expansion or chilled water cooling coils (1 AIR HANDLER 
to 8 rows) ; hot water, standard steam or non-freeze steam heating 

coils (1 or 2 rows) ; cooling capacities of 3 to 92 nominal tons with 

880 to 47,750 CFM; Turbu-Flo coils arranged for right or left- 

hand connections; horizontal or vertical mounting for discharge in 

any direction . . . and every accessory item you need to simplify 

your installation. 


o 
Why don’t you check H&M Central System Air Conditioners? Halstead s Mitchell 
Call your wholesaler or write for Bulletin AHU-100. Halstead 
& Mitchell Co., Dept.D-12Bessemer Bldg., Pittsburgh 22, Pa. 


Central System Air Conditioners - Air-Cooled Condensers - Cooling Towers - Water-Cooled Condensers 
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300 tons 
in 


30 days 







... that's the tough schedule the contractor 


met on this airconditioning installation 





MOUNTED IN PAIRS on specially built skids, compressors, 
condensers, and receivers were combined into package units 
which could be readily moved when the plant was abandoned. 
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“GET ALL THE EQUIPMENT INSTALLED, but don't use 
any floor space and keep it movable. You've got 30 
days to do the job.” Those were the instructions given 
Seaway Air, Inc., the Utica-Rome subsidiary of Air 
Contracting Co., Inc., Dewitt, N.Y., for a recent cool- 
ing job. 

The installation was at Remington Rand in Ilion, 
N.Y., about 85 miles away. High temperatures and 
humidity were playing havoc with its entire computer 
testing program there. 

Since it anticipated abandoning the building in a 
few months, Remington wanted cooling equipment 
that could be moved easily to another site. The noth- 
ing-on-the-floor edict was needed because Remington 
used every available inch of floor space to move its 
computers around while testing. 


All equipment interconnected 


“We had another requirement,” project engineer 
Vincent Crane told me. “All airconditioning equip- 
ment had to be interconnected so any area could be 
cooled by equipment cooling an adjacent area.” 

Seaway got the job July 14 and it had to be com- 
pleted by August 16. Here’s how Crane handled it. 
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AIR-COOLED CONDENSERS were hoisted 


to the roof and set on special foundations. 


Floor space — Air handling units were suspended 
from the ceiling and all other equipment was placed 
on the roof. 


Movable equipment — The building was divided 
into six zones, each served by a compressor, condenser, 
receiver, and an air handling unit. Compressors, con- 
densers, and receivers for each two zones were mount- 
ed together into a single package unit. Then each 
of these three package units was mounted on skids. 

Each package measured 34’ long, 9’ wide, and weighed 
sa tons. 


Interconnection — Each package unit is designed 
so that if one compressor-condenser-receiver breaks 
down, the remaining one in that package can serve 
two zones. Each package has a cooling capacity of 
110 tons. 

Time element — The day Seaway got the order, 
Crane ordered all equipment. Within a week, all air 
handling units, piping, and ductwork were installed. 

Back at Seaway’s shop, men were fabricating frames 
to hold the units. Special foundations were being built 
on Remington's roof to support the 100-plus tons of 
equipment soon to be installed. 

The six Carrier compressors arrived within one 
week, since Syracuse is only a few miles away. But 
it was another story with the air-cooled condensers. 
Two came immediately. This meant that only one of 
the three package units was installed before Aug. 1. 

The remaining four condensers arrived at Seaway 
on August 13. Crane’s men worked all day and night 
in order to meet the deadline. 

Crane designed the system for automatic operation 
on a year-round basis. During spring, fall, and winter, 
outside air is used for cooling. But during the summer 
months, the system is automatically switched back to 
mechanical cooling. 

It didn’t take long for the system to get a good 
test. The first two weeks of September, outside tem- 
peratures hovered above 90 F, but testing went on as 
usual inside the lab where the thermometer read a 


constant 76 F. @ 
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12th ARI C~y 


Exposition 
is an 


LOS ANGELES -FEB.12-15-1962 


all-industry show 


SCHOLER BaANcs, western editor 


THE BIGGEsT airconditioning, heating, and refrigera- 
tion show ever held gets under way Feb. 12, when 
the 12th Exposition of the Air- Conditioning, Heating 
and Refrigeration Industry opens in Los Angeles, 

Calif. The exposition is an all-out example of industry 
unification that’s expected to set the pattern for all 
future bi-annual ARI Shows. 

& Five national and regional industry associations 
will unify activities with Air-Conditioning & Refrig- 
eration Institute in staging four days of educational 
sessions and an entertainment program. 

> ARI will sponsor a single products exposition of 
more than 300 exhibits at Great Western Exhibit 
Center. In cooperation, Western Air-Conditioning 
Industries Association will not stage its own inde- 
pendent equipment show this year. 

® Business and technical experts from all segments 
of the industry will present outstanding papers in a 
single program of unified educational sessions. 

As this issue of THE REFRIGERATION & AIRCONDITION- 
ING BustNEss went to press, 90% of the exhibit space 
had been sold. 

Three downtown Los Angeles hotels will be head- 
quarters for the participating groups. Current esti- 
mates indicate 15,000 will attend the show. Hotels are 
expecting overflow reservations. The housing and 
headquarter assignments: 

Air-Conditioning & Refrigeration Institute—Bilt- 
more and Statler-Hilton hotels. 

Air-Conditioning & Refrigeration Wholesalers—Bilt- 
more Hotel. 

Refrigeration & Air-Conditioning Contractors Asso- 
ciation—Biltmore Hotel. 

Refrigeration Service Engineers Society—Hotel May- 
fair. 

National Warm Air Heating & Air-Conditioning As- 
sociation—Hotel Mayfair. 

Los Angeles host for the show is Western Air Con- 
ditioning Industries Association. All unified educa- 
tional sessions, starting at 1:30 p.m., Sunday, Feb. 11, 
will be held at the Biltmore Hotel. 

Arrangements for a star-studded entertainment pro- 
gram, including two major banquets, are being com- 
pleted. Details will be announced in January. Spe- 
cial entertainment is being planned for wives of as- 
sociation members. The program is a joint presenta- 
tion of all participating associations. 
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Cortracton=Dealer activites 


RACCA to broaden its activities, 
upgrade industry profit picture 


Upgrading industry profits and 
enlarging its activities 
were the main topics on the agen- 
da when the board of directors of 
Refrigeration and Air Conditioning 
Contractors Association met in Las 
Vegas. Both items were approved. 
The board gave President Walter 
McCarty its okay to establish com- 
mittees whose functions would be 
aimed at showing RACCA mem- 
bers how they can improve their 
business—and take-home profits. 

The committees to be 
lished, 


scope ot 


estab- 
and their functions, are: 
Business management, to study 
and propose business management 
training programs within the indus- 
try and to develop university in- 
dustry institutes; 

Sales promotion, to start sales 
training and marketing 
for RACCA members; 

Refrigeration and _ aircondition- 
ing mechanics education, to up- 
grade the installation, maintenance, 
and service abilities of 
servicemen; 

Statistics, 
necessary to 


programs 


industry 


to develop the data 
operate a successful 
contracting business; 

Cost accounting, to set up cost 
accounting methods and _ proce- 


~ 


e 


dures to realize a good profit mar- 
gin; 

Office procedures and records, to 
create studies and surveys for with 
the end result of standardizing of- 
fice, personnel, and other business 
forms; 

Public relations and advertising, 
to service members relative to cre- 
ating a favorable public image of 
the contracting industry and to bet- 
ter sell industry products and serv- 
Ices: 

Insurance, to study the needs of 
hold harmless insurances, warran- 
ty insurances, and others. 

McCarty also announced crea- 
tion of the “Defrost-O-Gram”, a 
bulletin that will open 2-way com- 
munications between the industry 
contractor, wholesaler, and manu- 
facturer. He stressed that RACCA- 
National will continue to get re- 
ports from its members relating to 
any violations of the industry rules 
established by the Federal Trade 
Better communica- 
tions within the industry, said Mc- 
Carty, will enable contractors to 
understand each other’s problems, 
to better serve the customer, and to 
maintain fair trade practices within 
the industry. 


Commission. 


er 


~~ 


a ll 


Fa 


Sa 
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VITAL TOPICS were under discussion when the board of directors 
of RACCA-National met. Left to right: Warren Farr, Cleveland; 
Herschel May, Berkeley, Calif.; Arthur Palen, St. Paul, Minn.; Brooks 
Reeder, Detroit; George Howe, Chicago; Dudley Cawthon, Miami; 
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The board approved a member- 
ship campaign geared to qualified 
contractors in the field, whether 
union or non-union. The main re- 
quirement for RACCA membership 
will be the contractor's qualifica- 
tions, as set up by RACCA-Nation- 
al’s membe rship program. 

National membership committee 
chairman Warren Farr said there 
are 2500 qualified contractors who 
would meet RACCA-National 
membership requirements, though 
he expressed realistic hope that 300 
new members will be added to Na- 
tional’s rolls by April 15, 1962. 

RACCA, Farr said, undertakes 
activities specifically aimed at as- 
sisting its me smbers in their busi- 
ness operations through tested edu- 
cational and service programs. 
Such association activities, he add- 
ed, also help the contractor serve 
the public better and advance its 
living standards. 


NCRSA meeting stresses 
profit making theme 
“Profit—Our Obligation” was the 
theme of the 15th annual conven- 
tion of the National Commercial 
Refrigerator Sales Association. 
More than 180 NCRSA members 
and their wives attended the 3- 
day meeting in Las Vegas, Nev. 


Continued on page 71 





Walter McCarty, Chicago; Don Kissell, Los Angeles; H. P. Schuch, 
Los Angeles; Harvey Hottel, Silver Spring, Md.; T. C. Alexander, 
Denver; Dan Brown, Chicago; Al Hanson, Glendale, Calif.; and |. 
Monsen, Bloomfield, N. J. 
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how do distributors rate 
Nor-LakE refrigeration products? 


*"Nor-Lake means more sales!’’ 


...says Dave Friedman,of Paramount Fountain & Restaurant Supply Corp., Providence, R.I.* 


“Our experience indicates that Nor-LAKE equipment 
gives dealers a number of sales advantages. In our 
highly competitive markets where ruggedness, depend- 
ability ard long life are so important, Nor-LAKE 
features add up to increased opportunities for in- 
creased profits. 


“First, Nor-LAKE has a full line of quality equip- 
ment with ‘Fine-Line’ appearance. This wide range 
of attractive refrigeration products allows us to 
effectively compete and bid on a diverse number 
of applications. 


‘‘We’ve discovered that Nor-LAKE’s years of expe- 
rience are our best assurance of customer satisfaction 
and increased future acceptance of our sales efforts. 
Finally, with Nor-LaAkKE it’s possible to add extra 
profit dollars to our account through savings in sales 
time or trouble and service calls. 

‘To put it simply, Nor-LAKE means more sales 
because Nor-LAKE has more to offer.” 


*Paramount Corporation is one of the largest suppliers 
of equipment for restaurant and hotel chains and institu- 
tions on the East Coast. 


NOR-LAKE’S ‘‘FINE-LINE”’ 
1S A FULL LINE 


e@ freezers @ ice cube makers 


NOR-LAKE,, /nc. 


Second & Elm, Hudson, Wisconsin, Dept. 206 


Write today for information about NOR-LAKE sales opportunities 


in your area. 


@ refrigerators @ bottle coolers 


@ walk-ins @ direct draws 


Please rush FREE illustrated information on [] Freezers 
Refrigerators 


Walk-in Coolers 


Other 


@ biological 
refrigerators 


e@ freezer-refrigerator 
combinations 


ALL MODELS AVAILABLE IMMEDIATELY, 


IN STAINLESS STEEL IF DESIRED CITy 


NAME 


ADDRESS__ 
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that is 
® CRYSTAL CLEAR Stiles-Karlsonite Water Con- 
ditioning halts corrosion .. . 
® NON-CORROSIVE scale... on all your water- 
using equipment. e Pre- 
a = ventive maintenance... 
NON-CLOGGING OW ... with Stiles- 
Karlsonite Water 
® NON-PRECIPITATING Geuiieden week 
: ucts prolongs equipment 
with life . . . improves operating 
efficiency . . . keeps water 
Ss - < systems trouble-free. 
Today... 
write for new 
24-page bro- 9 oe— 
WATER chure... full @ 7 
CONDITIONING valuable S~ 





° i et 
information. Jt 


STILES-KARLSONITE Bey. 


Dept. sxe, Waukegan, Illinois 


REFRIGERATOR SERVICING 
NOW EASIER THAN EVER! 





TWO KELIxON STARTING RELAY AND MOTOR 


PROTECTOR KITS MEET MOST 
REPLACEMENT NEEDS! 


Nine relays and 8 motor protectors, each packaged 
complete with leads and terminal screws, cover 
replacement needs for most 115-volt compressor 
motors from ¥% to ’2 H.P. You reduce inventory, 
save reorder time, simplify identification, speed 
servicing. Call your distributor or contact us 
directly for complete information. 


<. METALS & CONTROLS 


4912 °OREST ST + aTT 
core 


INC. 


EBORO. MASS 





a a SION OF 


Texas INSTRUMENTS 
INCORPORATE O 
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Snstaletiots 


~onti 2 
Continued from page 24 


in operation on the vessel, four more are being 
installed in pairs on other ships under con- 
struction. 

Each unit weighs 18 tons, is 16 x 11 x 10’, and 
provides more than 3.75 Ib. of distilled water 
for each pound of steam provided at 15 psi from 
the auxiliary steam exhaust of the main turbine. 
The Badger Mfg. Co. evaporators have an auto- 
matic electronic salinity control, and a signal 
sounds when total solids content of the product 
water exceed % grain per gallon. When this hap- 
pens, a 3-way bypass valve diverts the product 
to waste. The evaporators’ pumps are of bronze 
and monel; those parts in contact with salt water 
are of nickel and steel. 


Desiccant dries USAF test air 


ONE MILLION pouNnps of silica gel 
desiccant chemical are used to dry air in two 
test wind tunnels at the U. S. Air Force’s Arnold 
Engineering Development Center, Tullahoma, 
Tenn. The tunnels can simulate altitudes up to 
200,000’ and speeds up to 3500 mph. 

In some cases air passing through the tunnels 
must be dried to almost zero moisture, less than 
0.2 grains per cu.ft. The two beds of desiccant, 
each 60’ square and 40” deep, can accumulate 





more than 58,000 lb. of water while maintaining 
an exit dewpoint below -20 F. The gel is re- 
activated by passing heated air counter current 
through the beds. During this time the entire 
charge of the 1,224,000 Ib. of gel attains a tem- 
perature of over 300 F. 

The silica gel is “6X”, coarse granules 3 to 8 
mesh, made by Davison Chemical Div., W. R. 
Grace & Co. 





DECEMBER 1961/THE REFRIGERATION & AIRCONDITIONING BUSINESS 





“Near as | can tell, somebody tried to put anti-freeze in it.”’ 


Please don't try to force alcohol on 
our little truck 

It can't hold it. 

There's nothing in the Volkswagen 
cooling system that can freeze, anyhow 

Just air. 

You may not have given much thought 
to air-cooling an engine. It has its ad- 
vontages. 


No radiator to leak. Or flush out. Or 
rust 

No hose to rot. No pump to poop out 

No water to freeze up or boil over. 

No anti-freeze to buy 

You'll never hear of a Volkswagen 
with a cracked block from the cold. 

Or of one that blew its top in a sum- 
mer traffic jam. 
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It may seem funny that the truck that 
can't freeze up or boil over only costs 
$1,895* while trucks that cost several 
hundred more can still be seen by the 
side of the road. 

On the other hand, you may 
not think it's funny at all. 

It all depends on which one 
you have. 





USEFUL Titeratue 


Continued from page 31 


wire (singly or in combination) from #26 to 1,000,000 CM. 
Separate charts define computations needed to determine cir- 
cular mil area of square or rectangular wire, round sold wire 
AWG, and aa wire AWG. Another chart shows how to 
select oval-shaped terminal barrels, for some combinations of 
wire or for unusually wide and thin rectangular wire. Series 
of charts equate circular mil area with terminal or splice size. 
The brochure’s back cover features a stud hole chart which 
matches stud sizes and dimensions with stud-hole sizes of 
various devices. — AMP Inc. 
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PIPE INSULATION data sheet is now available on this flexible 
urethane product. The release gives the physical characteristics 
of “Hewflex”, including density, K factor, water absorption, and 
maximum temperature limits, It also briefly explains the prod- 
uct’s high insulation value and moisture resistance. — H. E. 
Werner, Inc. 
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HIGH VACUUM PUMPS and components brochure, Booklet 2, 
several photos and other product information. Some of the 
products are: 2-stage high vacuum pump with capacity range 
from 21 to 140 liters per minute, aluminum safety bell jar, mag- 
netic stirrer, and electronic discharge vacuum gage. — Central 
Scientific Co. Div., Cenco Instruments Corp. 
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AIRSERCO makes today’s 
most widely accepted prod- 
ucts in the Air Condition- 
ing and Refrigeration in- 


dustry. an 
ermetic 

¢ TESTING INSTRUMENTS iis 
Cap-Run 

® PRECISION VISUAL Test Cord 


MEASURING EQUIPMENT 


e HIGH VACUUM PUMPS, 
GAUGES, AND ACCES- 


a. 
SORIES Sih. 





V 


p! ...have you checked your 
sTO a requirements of AIRSERCO 
PRODUCTS today? 


See your Airserco wholesaler NOW ! 











HIGH VACUUM BOOSTER PUMPS are presented and described 
as rotary positive, 2-impeller, dry type compressors for use in 
high vacuum systems for environmental applications and vac- 
uum processing in Bulletin HV-161. There are diagrams show- 
ing operation of the rotary positive principle, typical applica- 
tions, pumping speed curves, and compression ratio vs, inlet 
pressure curves. — Roots-Connersville Blower Div., Dresser 
Industries, Inc. 
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UNIT HEATERS, both small capacity steam aud hot water types, 

are featured in a recent release. It has steam and hot water 

rating tables, physical dimensions, and electrical and piping 

Carrier Air Conditioning Co. Div., Carrier Corp. 
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diagrams. 


INDUSTRIAL CAPACITORS AND RESISTORS are covered in 
Catalog IDC-561, which also includes many new types in addi- 
tion to expanded listings of long-established types. There are 
sections and ordering and general customer information on: 
electrolytic, paper, MI1-type, metallized-paper, mica, ceramic, 
and ac motor capacitors. — Aerovox Corp. 
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VHF 2-WAY RADIO, tubed and transistorized, in power from 
10 to 100 watts is featured in 24-page brochure ECR-904 titled 
“Two-Way Mobile Radio”. — Communication Products Dept., 
General Electric Co. 
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DOWNFLOW UNIT HEATERS are the subject of Catalog 765-2. 
It contains general design and engineering specifications in 
addition to steam and hot water rating tables and air distribu- 
tion information. — McQuay, Inc. 
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Prof. Know How's 


ee) iis: 


AIRSERCO 
PRODUCT 
OF THE 
MONTH 


Portable 
Recording 
Voltmeter 
ww 





Ps 


ae 
Thermo-Meter 










KC-2R High 
Vacuum Pump 
With Smoke 
Arrestor 


AIRSERCO AIR METER 
No. 9560 


jo” ~ INSTANTLY CHECKS 
Cylinder Capacitor COOLING & HEATING 


Start Relay 


““AIRSERCO ... creative leader in the industry since 1933."’ 


Vf AIRSERCO MANUFACTURING CO. 


SYSTEMS 





PITTSBURGH 13, PENNSYLVANIA, U.S.A. 





Airserco has built more refrigeration testing equipment than any other company in the world. 
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Every air conditioning dealer is 
entitled to it, but only Typhoon 
dealers are assured of receiving 
it. To its dealers Typhoon pledges: 


understanding of their problems * * * * 
a progressive attitude that enables them 
to stay one step ahead of the industry * * 
an adequate range of products kx* * *® 
good product quality * Kk kKk* kk * 
sales help on all levels & ® kK kk kk *& 
flexibility in product design *% *% * *%& *& * 
prompt service kK KK KK KKK KK * 
financial assistance ®& & & Kw kk kk & 
stable factory policy and management * 
absolute integrity in daily dealings * * * 
competent factory personnel * * * * * 
competitive prices ®* kK kK kK Kk kk & 


AEB ARN AE ST IE SS RRM SN REE 
For more information on Typhoon’s ‘‘Bill 


of Rights,’’ and a new Reference Chart on 
the complete line, call, write or use the 
collect telegram *& & kkk kk kk & 


==.) WESTERN UNION |--— 
TELEGRAM ~ 


Collect __ 
Typhoon Air Conditioning Division, 
f + 3.19.) 


Bill of Rights and 1962 Program 
New 17 Ton ’ 
Roof Mounted Unit our name and address) 
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“It pays to 
Insulation 





“Almost 43,000 square feet of Styrofoam 
insulation board keeps our new cold-storage 
warehouse at an even 32°F.,” says Nelson 
Weber, Farm Technologist for The C. H. 
Musselman Company. “Styrofoam gives us 
an ideal storage environment—a critical 
matter for apple crops, much of which may 
have to be stored for several months before 
marketing.” 

This new half-million cubic foot capacity 
warehouse at Arendtsville, Pa., is insulated 
with 4-inch thick Styrofoam, installed by a Dow Approved 
Insulation Contractor. The general contractor on this wzre- 
house job declares, ‘Installation of Styrofoam by an AIC 
pays—we know he’ll give us the best possible job because 
of the experience of his professionally-trained crews. High 
quality workmanship and asuperior product (Styrofoam) add 
up to a thoroughly satisfactory job—one that’s done right!” 


Styrofoam—lightweight, rigid insulating material—has 


THE DOW CHEMICAL COMPANY 





Nelson Weber, Farm Technologist, 
The C. H. Musselman Company. 





select STYROFOAM and an Approved 
Contractor to install it!” 


a low “‘K”’ factor that stays low. Its millions 
of tiny, non-interconnecting air cells pro- 
vide high resistance to water and water 
vapor—water does not penetrate to freeze, 
swell and crack the insulation. And Styro- 
foam won’t attract vermin, an important 
consideration in food storage. 

The seal above is displayed by Dow 
Approved Insulation Contractors, chosen 
by Dow for their experience, business repu- 
tation, and high quality workmanship. The 
AIC takes great care to follow Dow recommendations for 
installing Styrofoam. For the names of Approved Insulation 
Contractors near you, write THE DOW CHEMICAL COMPANY, 
Midland, Michigan, Plastics Sales Dept. 1539EH12. 


——— 
Styrofoam is a registered trademark of The Dow Chemical Company. 
It is applied only to the homogeneous expanded polystyrene made 
according to an exclusive Dow process. Styrofoam brand insulation 
board is available only from Dow and its authorized representatives. 


Midland, Michigan 
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Stops moisture... 


STYROFOAM 


for pipe covering insulation 


Low-temperature pipe covering made 
of Styrofoam does an excellent job 
and requires minimum maintenance. 
Its unyielding resistance to moisture 
and its permanent low thermal con- 
ductivity prevent condensation and 
dripping—reduce heat transfer. 


Pipe covering made of Styrofoam will 
not crack or split from thermal shock. 
Since it does not absorb water, it is 
not affected by ice build-up around 
uninsulated valves. It’s lightweight 
and easy to apply. A complete line of 
pipe and vessel covering made from 
Styrofoam is available from the fol- 
lowing fabricators: 


COLUMBIA ASBESTOS CO., Portland, Ore. © 
ENGINEERED FOAM PLASTICS CORP., Elkhart, 
Indiana © GLO-BRITE PRODUCTS INC., Chicago, 
Illinois © KENNEDY INDUSTRIES, Los Angeles, 
California © KRANSCO MANUFACTURING COM- 
PANY, South San Francisco, California © MMM 
INCORPORATED, Houston, Texas © ROBINSON 
INDUSTRIES, Coleman, Michigan © STYRO FABRI- 
CATORS, Kansas City, Kansas © STYROFORMICS, 
INC., Somerville, Mass. © STYROPLASTICS, 
IN~“RPORATED, Minneapolis, Minnesota ¢ 
TU: -LITE PLASTICS, INC., Ballston Spa, New York 


<> 
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Humidifier-air cleaner 

“Aprilaire” Model 136 portable hu- 
midifier that performs as high capacity 
air cleaner during summer. Has wash- 
able pre-filter for air cleaning and hu- 
midification by evaporation from 2” 
water panel. A 10” fan handles air 
movement and unit's capacity is 200 
cfm. In summer water panel replaceable 
by pre-filter so unit operates as ait 
cleaner only. — Research Products Corp. 
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2-Way radio 

“Hi-104” 2-way radio with range up 
to 25 miles. Transmitter and receiver 
of harness wiring, no printed circuitry, 


and power consumption is 5.5 amps on 
12 v. de or 55 watts on 115 v. ac. Single 
crystal per channel for both transmitting 
and receiving, — Hallmark Instruments 
Corp. 
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Airconditioning products 
Cooling products including the fol- 
lowing:. Model 1456 fan-coil unit, “Deep 
probe motor guard” Model 
1140 residential airconditioner, Model 
1254 residential system. Fan-coil unit 


(shown a 
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can be used in ducted or free-blow in- 
stallations, built-in plenum usable for 
steam or hot water coils, and unit meas- 
ures 57% x 34% x 25-1/16”. Protector 
against compressor motor overheating to 
be used in 2% and 3 hp compressors. 
Cuts motor’s current when unusual heat- 
ing occurs and internal contacts open 
to disconnect motor when excessive heat- 
ing begins. Restarts compressor when 
heat disappears. Model 1140 is 33,000 
Btu unit consisting of evaporator and 
condensing coils and compressor with 
air circulated through space by furnace 
fan. Home system is evaporator coil, 24’ 
of refrigerant line, and condensing unit. 
Has 35,000 Btu capacity and all-alumi- 
num coils. — Airtemp  Div., Chrysler 
Corp. 
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Masonry driller 

Model MDS-400 diamond masonry 
drilling machine for holes 1 to 6%”. 
Has 2-speed electric power unit with 
built-in waterswivel and can be sup- 
plied with vacuum base with double- 
gasket sealing. Speeds of 350 and 900 
rpm and motor for 220 v. ac/de optional. 

Sprague & Henwood, Inc. 
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Inlet mixing box 

Inlet mixing box for use in interior 
zones that need year-round cooling. 
Space temperature control achieved by 
providing more or less cooling with con- 
stant volume of air, When thermostat 
calls for less cooling, amount of cool 
primary air is reduced and secondary 
air is induced into primary air stream 
from ceiling return plenum. Ratio of 
secondary to primary air volume ad- 


justable by single control motor posi- 
tioned by temperature sensing element 
in controlled space. — Barber-Colman Co. 
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Size 5 starter, contactor 

Open and enclosed form starter, con- 
tactor in NEMA Size 5. Enclosed forms 
have 10 combination knockouts, three at 
top and bottom and two on each side. 
Enclosure has keyhole slots for easy 
mounting. All connections from front 
and solderless pressure terminals speed 
hookup time. Terminals will take up to 
500 mem cable. Overload relays on 
starter adjustable by turning of a knob 
and bimetallic relays are trip-free. Rated 
up to 200 hp, 600 v.— General Electric 
Co. 
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Junction box mount adhesive 
Model PA 1041 that 

prematurely harden before use 

part 


won't 
The 2- 
packaged in 
compartmented cup with enough ad- 
rae 


masonry 


adhesive 


epoxy product is 


hesive to mount minimum of ten 
Will 
walls, til 


boxes mount boxes to 


ceilings, floors, metal beams 


wood surfaces without drilling, bolts, or 
plugs. Is waterproof, weatherproof, re- 
alkalis 
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sists acids and Permacel 


Low friction coating 

“Molynamel E” coating that can be 
sprayed, brushed, or dipped onto any 
surface with or without primer. Is un- 
iffected by contaminants and 
all solvents except esters and ketones. 
Air dries at room temperature. For 
carrying heavier loads, may be baked 


water or 


at 300 F for one hour, and lubricates at 
all temperatures from cryogenic to 400 
F Lockrey Co. 
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F continuous. 






A.C. 
D.C. 


Test motor windings 





1020 EAST 


PART NO. E-1 
U. S. Pat. Pend 


* CAPPY is an electronic instrument 
designed to provide a quick and 
simple means to test all types of 
capacitors and condensers, both 
and D.C. — all 
CAPPY operates on 115 V. A.C. or 






voltages. 


SMALL ENOUGH TO FIT IN YOUR 
SHIRT POCKET 


Use CAPPY to test capacitors which 
are leaking — grounded — shorted 
— open — good. Test starting and 
running capacitors — D.C. or polar- 
ized condensers — fuses — motor 
windings — line voltage. 


For additional information ask your whole- 
saler or write to Dept. B-12 


eet 1328 


HIALEAH, FLORIDA 
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Baseboard valve 

“Zone-A-Trol Straight Flo” baseboard 
valve that lets user locate, install, and 
conceal zone valve under cover of any 
baseboard radiation enclosure. Installs 
on either supply or return side of radia- 


tion element and 


controls water flow 





through radiation in each zone as called 
for by thermostat. To install each zone: 


sweat valve to radiation element, wire 
terminals, install thermostat. No addi- 
tional piping needed to zone any multiple 
loop baseboard system. — Zone-A-T rol 
Div., Viking Instruments, Inc. 
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Air filter foam 

Permanent, washable polyurethane 
foam with 3-dimensional structure in 
which open pores created by linking of 
strands to provide air space for airborne 
particles. All three models are 24 x 24 x 
7%". Model 1: seven pleats, 17%-sq.ft. 
face area, %” media thickness. Model 2 
seven pleats, %” media thickness. Model 
3: five pleats, 12%-sq.ft. face area, %” 
media thickness. Each can handle up to 
150 fpm Scott Paper Co 
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Ice vendor 
“Robot” that 
opens bag and fills, measures, and dis- 
penses ice. Bagging mechanism capacity 
up to 200 bags a day. Other features: 
adjustable to vend from 5 to 15 Ib. 
bags; manufacturing capacity up to 800 
lb. per day; additional 1400 Ib. storage 
a day. Has fluorescent lighted panel in 
door, % hp refrigerating system, auto- 
matic defrost, and measures 
7%’. — Hilson Industries 
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automatic ice vendor 


4% x 7% x 


Plastic 
“Ridgic 
converts into plastic 


ipe cutter 

No. 205” tubing cutter that 
pipe cutter. For 
thin or heavy wall rigid plastic pipe, has 
capacity up to 4” wall thickness. Special 
radius internal and external 
burrs for uniform solvent distribution on 
inner surface of fitting. Wheel may be 
removed or inserted quickly and stored 
in cutter’s handle. — Ridge Tool Co. 
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RAISE PROFITS 


with this new Du Pont power-cleaning unit for burnouts 


You can prevent costly call-backs on refrigeration burn- 

outs—just use this new portable unit designed by Du Pont. 
It does a fast, thorough first-time cleaning, by complete ssn Raamer Sp an Sees 
: 8, by Pp Du Pont’s new Acidity Test Pa- 
pressurized recirculation. And it uses Freon-11*, the most ) per**. It tells you quickly and 
effective, selective solvent available for oil and grease. f — surely when the solvent in your 
When you recharge the system, Du Pont’s improved NM pestiaen t= hermetic burnout unit has be- 
light-weight ‘‘Zephyr’’ cylinders make that job a lot easier = |= come too acid for use. See your 

: ——e So , | wholesaler for more details. 
too. Both the burnout unit and the ‘‘Zephyr"’ can increase 


your profits and your reputation for good service. Ask 
your local air conditioning and refrigeration wholesaler > premium quality 
who sells ‘‘Freon”’ for details. REFRIGERANTS 


*FREON and F- followed by numerals are Du Pont's registered trademarks for its fluorocarbon compounds = 
**Patent Applied For 


vs war ort 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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x”. Sizes up to Ls” id. available 
special order. In continuous lengths 
DATA from 150 to 500’ or in assemblies with 


reusable couplings. Has long flex and 
vibrational life, operates in temperatures 
225 F and above, and almost completely 
unaffected by hydraulic fluids, oils, 
greases, solvents, or alkalis. — Polymer 


Continued from page 60 


Corp. 
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Pressure hose 
“Nylaflow” flexible nylon pressure hose 


that is permanently bonded and consists Clock programmer 


of polyamide innertube with over-braid Master time and program controller 
of high tensile strength nylon cord and with master program or master time 
abrasion-resistant external nylon cover. and program control in single swing- 
Is rated at 4000 psi minimum burst out case. Programmer can ring bells, 
strength and in i.d.’s of 3/16 through dim or turn out lights, turn ventila- 





HUBBELL 
CONTROLS 


for 
Refrigeration 


Air Conditioning 


and Perform 
Industrial "SERVICE FREE” 


Application 








This, you will find, is first hand experience 
of the users of Hubbell Controls and based 
on years of usage in most cases. Hubbell 
Controls are designed and produced to a 
“Pride of Perfection” that starts with the 
basic design and follows thru each step of 
production . . . from castings to finished 
controls . . . to be fully realized by skilled 
craftsmen and a quality control that has 
no compromise. 

Castings poured in Hubbell’s wholly- 
owned foundry are precision finished; as- 
sembled with rugged, dependable com- 
ponents; thoroughly tested; and fully 

THREE-WAY inspected to assure service free controls 
SOLENOID VALVE for long working life and to eliminate 
for ALL downtime and production losses. 
REFRIGERANTS ... When you need Controls for refrigera- 
* Ammonia, Freon tion, air conditioning and industrial appli- 
11-12-22, cations .. . you can depend on Hubbell 
Carene 7 every time for easy operation and long 
trouble-free life. ““Hubbell” on your con- 
trols, means you have the best, and you'll 
know it! 

Write for the Hubbell Guide to Proper 
Selection of Controls for optimum per- 
formance .. . it will enable you to choose 
the right Hubbell Controls for every appli- 
cation. 


SOLENOID VALVES 
for ALL 
REFRIGERANTS ... 
Ammonia, Freon 11-12-22, 
Carene 7 for Water, 
Brine, Oil, Gas and 
Chemicals 










Hubbell engineers are well equipped to fur- 
nish you qualified recommendations for your 
refrigeration, air conditioning and industrial 
: applications CONTROL problems. Send full 
: details for specific answers to Dept. 12-D. 


BACK PRESSURE REGULATING VALVES 
(conventional and sub-atmospheric — 
thermal, electric, air operated) 


gdBBEz, 
SS > MUNDELEIN, 


) a 
Oo = Controls for Refrigeration, Air Conditioning and Industrial Applications 
co ” @ BACK PRESSURE REGULATOR VALVES ¢ DUAL PRESSURE REGULATOR VALVES e 
Sm} S @ AUTOMATIC SUCTION STOP VALVES e SOLENOID VALVES e GAUGES e 
0 s~ e SAFETY RELIEF VALVES e@ 3-WAY REVERSING VALVES 
OntR® “Casting to finished controls . . . every inch HUBBELL!“ 
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HUBBELL CORPORATION 
ILLINOIS 





tors on and off, turn security systems 
on and off. Can handle up to 100 
clocks; to control more clocks, relays 
can be added to circuit. Master clock 





system in 24 or 120 v. ac or 24 or 60 
v. de, and provides minute-hand cor- 
rections hourly and hour-hand correc- 
tions semi-daily. Available for 1 or 5 
minute interval signaling on 24-hour 
basis. Signals can be set from 2 to 25 
second durations, and programmer can 
also include cycle device for ringing 
single-stroke chimes Commercial Div., 
Minneapolis-Honeywell Regulator Co. 
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Heat pumps 

Heat pumps in 20 to 300 ton range 
circulate refrigerant through evaporator 
with no critical superheat control set- 
tings. No 3- and 4-way valves, expan- 
sion valves, oil separators and oil re- 





ceivers, refrigerant controls. In both 
air to air (shown) and air to water op- 
eration. Compressors protected from 
slugging during operation, switching, 
and defrosting. — Air Conditioning Div., 
Worthington Corp. 
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Unit ventilator 

“Audivent” auditorium unit ventilator 
for steam, hot water, or electric uses. 
Sound attenuator added to each unit is 
lined with 1” glass fiber insulation bond- 
ed with thermo-setting plastic resin. 
Baflle arrangement provides 12 to 18 
sq.ft. absorption surface for each 1000 
cfm. Absorption surface’s density 
achieves noise reduction coefficient of 
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0.70 to 0.80 in 125 to 4000 cps range. 
Other features: enclosed motor and drive 
within cabinet and accessible through 
hinged access doors; nine sizes in low 
pressure range and seven sizes in high 
pressure range; mixing vane in mixing 


damper section makes system freeze- 
proof; automatic backdraft dampers pre- 
vent entry of cold outdoor air into re- 
turn air ducts; internal wiring led 
through armored cable to junction box 
on outside of unit.— Herman Nelson 
Div., American Air Filter Co., Inc. 
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Combination rooftop unit 
WAGH Series of heating-cooling 
weatherproof rooftop units. Equipment 
mounted on rigid iron channels and 
comes with rigging holes at balance 
points. Other features: foil-backed, glass 


fiber insulation; expanded aluminum fil- 
ters; 24 v. control panel with master 
disconnect circuit breaker; air-cooled con- 
denser; and furnace section with auto- 
matic draft diverter. In models from 5 
to 35 hp.—Welbilt Air Conditioning and 
Heating Corp. 
rcle 161 on reader service card 


Tube gage sizing kit 

Capillary tube gage sizing kit packed 
in a plastic pouch, with each gage per- 
manently identified for size. Now easy 
to quickly gage i.d. of most widely: used 
capillary tube sizes — 0.031, 0.036, 
0.050, 0.055, 0.064, and 0.070 — Madden 
Brass Products Co. 
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Air diffusion system 

Uses new type of ventilating acoustical 
ceiling which allows conditioned air to 
flow into room at equal pressure and 
velocity through perforations in ceiling 
material. No drafts or stagnant spots. 
Eliminates conventional diffusers and 


Continued on page 64 


MOTOR-RUN 
Capacitors 
Handle those motor-run capacitor replacement jobs faster, safer and 
more profitably by using Aerovox AC capacitors. You'll find just 


the capacity and voltage combination you need for a stay-put installation 
with a long service life. 


Aerovox capacitors offer you the best run for the money because 

Aerovox supplies the major portion of all AC capacitors used by original 
equipment manufacturers in their motors, refrigerators and air-conditioners. 
Aerovox pioneered the manufacture of AC motor-run and motor-start 
capacitors and offers engineering know how second to none in the industry. 


You can get the capacitors you need . . . when you need them... 
simply by calling on your local Aerovox Distributor. He stocks 

the complete line of Aerovox AC Capacitors, including 

hardware and instruments to help you meet the deadlines on 

those urgent repair jobs. While you're there ask for your copy 

of the Aerovox AC Capacitor Catalog (MS 61-10). Free only from 
your distributor. For the name and address of your nearest 
Aerovox Distributor write to... 


ROVOX 


AEROVOX CORPORATION 


DISTRIBUTOR DIVISION NEW BEDFORD, MASS. 


Technical Leadership — Manufacturing Exce/lence 
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NOW 


competitively priced! 


NEW 


ten 
INDUSTRIAL COOLING 


FAN 


featuring 


“QUICK-SWITCH” 
BLADES 















Blades can 

be installed 

after hub is mounted 
on drive shaft 


Performance, construction, and 
price make this the “best buy”’ in 
industrial fans! Delivers more CFM 
with Jess H.P. Features a ductile 
iron hub, removable blade retention 
caps, heat treated aluminum alloy 
blades with constant chord width 
and flanged ends. 4, 6 and 8 bladed 
fans available in 54” to 120” diam- 
eters. Maximum tip speed is 15,000 
ft./min. Easy to install . . . easy to 
maintain. For complete details, 
write: KopperRS Company, INC., 
5012Scott Street, Baltimore 3, Md. 


-Aenomasten 
“Fans 


& 
Engineered Products Sold with Service 
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much ductwork. Requires shallower plen- 
um space because less ductwork needed 
In five types of acoustical products: 
“Travertone’, “Minatone”, “Mina- 
board”, acoustical “fire guard” tile, 
acoustical “fire guard lay-in” units. 
Armstrong Cork Co. 
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Indicating thermostat 

Model DWC 3-switch indicating ther- 
mostat suitable for truck and rail reefers. 
Is electro-mechanical instrument using 
three switches for actuating in sequence 
four different stages of cooling or heat- 
ing. One or two auxiliary switches op- 
tionally provided to change cycles when 





space changed from perishable to fro- 
zen food service. Has range of -30 to 
170 F. Thermal element's mercury-filled 
sensing bulb located in refrigerated 
chamber and connected to control body 
by a capillary. As chamber temperatures 
change, mercury expands or contracts 
to actuate control's switches in sequence 
Partlow Corp 
circle 164 on reader service card 


Air filter 


Uses permanent filter media and self- 
cleaning mechanism which removes sol- 
ids from filter's surface. Tripper trav- 
permanent filter surface on 
ernable cycle for constant flow of fil- 
tered air. Flexible hose connects moving 
stripper to vacuum and disposal con- 
tainer. — Honan Associates, Inc. 
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Gas-fired furnaces 

Five basic models in belt-driven Series 
147 in capacities from 75,000 to 200,000 
Btuh inputs. High static models for 
adding summer cooling. Direct drive unit 
available in 100,000 Btuh input. Small- 


est unit 40% x 144% x 47%”, largest 42% x 
34x 52”. Some features: solid base sup- 
ported by steel channels, rust-proofed 
and baked enamel finish cabinet, self- 
lubricating blower bearings. All units 
run-tested, factory-wired, preassembled. 
Side access filter doors can be mounted 
on right or left side. — Mueller Climatrol 
Div., Worthington Corp. 
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Under-window airconditioner 

“Lo-Line Seasonmaker” aircondition- 
er in flush wall model and free-standing 
model; both are 12%” deep, 14%” high. 
Four sizes from 200 to 600 cfm and in 
seven colors. Other features: permanent 
split capacitor motor, slideout fan deck 
assembly, motor disconnect plug, large 
access doors and piping compartments, 
1” vinyl coated ein air filter re- 
moval without front panel removal 
McQuay, Inc. 
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Makeup air unit 

Type MG makeup air unit, self-con- 
tained and gas-fired. In three basic sizes 
providing six ratings. Air deliveries from 
22,000 to 70,000 cfm and Btu ratings 
from 2,125,000 to 5,375,000. Modulating 
controls provide 25-to-1 turn-down ratio 
and combustion system combined with 
airfoil propeller fan for a unit-housed 
assembly 8’ long. Structural channel iron 
framing incorporated in unit cuts instal- 
lation cost. Accessories include: motor- 
operated dampers, filter cabinets, weath- 
er hoods, weatherproof control cabinets, 
duct turning elbows, remote control. 
Propellair Div., Robbins & Myers, Inc 
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Portable platform 

“Uni-Stage” portable platform that 
consists of steel and owed stage, 
ladder panels, casters. Weighs 186 Ib 
Enables user to brace any size panels 
together at 2’ increments because of 
bracelock spacing. Optional outriggers 
increase base spread to 6’ and adding 





panels, X braces, and outriggers permits 
high-up work. Basic stage capacity is 
800 Ib. and in 7 or 10’ lengths and 2’ 
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width. Locking brakes prevent rolling 
when in use, guard rail is available, and 
a truss ties two or more units together 
for greater stability or larger stage area. 
— Universal Mfg. Corp. 
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Air impact drill 

Model AT-404 cuts openings from 
3/16 to 4” dia. in brick, masonry tile, 
terrazzo slate for anchors, dowels, pipe 


holes, conduit. Motor can’t be damaged 

by overloading or stalling. For jobs 

where portable compressors part of 

equipment and power not available. - 

Stanley Power Tools Div., Stanley Work 
circle 170 on reader service card 


Pneumatic controls desiccant 
Desiccant air dryer (MP-60) that de- 
livers low air dewpoint for pneumatic 
instrument controls. Delivers dry air with 
dewpoint 100 F below ambi nt te mpera- 


ture and stops moisture from forming in 

connecting tubes and in instruments 

themselves. — Trinity Equipment Corp. 
circle 171 on reader service card 


Walk-in cooler 
Model 107-C expandable walk-in 
reach-in cooler in wide variety of shapes 


Continued on page 66 








SNIFTER KEEPS KEROTEST 
QUALITY UP 


LEAKPROOF CONSTRUCTION 


By passing the probe of this elec- 
tronic leak detector along the joints 
and seams of the valve, the Kero- 
test laboratory technician can spot 
a leak as minute as 1/100 of an 
ounce per year. To simulate actual 
in-line use during the test, the 
Kerotest packed globe valve being 
checked out here is fed a tracer gas 
and subjected to 290 psi. 

Kerotest employs more than a 
half dozen routine quality control 
tests on raw materials and in manu- 
facture and final valve assembly. 
It’s one of the important reasons 
why Kerotest valves last longer, 
perform more efficiently and eco- 
nomically. 

fo 
ASK FOR KEROTEST VALVES 
AT YOUR LOCAL WHOLESALERS 


KEROTEST MANUFACTURING CO. 


2504 Liberty Ave. e Pittsburgh 22, Pa. 


TO SNUFF! 


KEROTEST R12 
PACKED GLOBE VALVE 


The high quality brass valve 
for all types of refrigeration 
and air conditioning systems, 
nn A oxygen Coqrenee’), 
compressed air and liquefied 
—- gases. 
ify and use the R12 
cked globe valve for operat- 
— pressures up to 500 psi and 
temperatures up to Pa 


KEROTEST QUALITY 
CONTROLLED FEATURES 


e@ Generous areas assure ample flow 

@ Swivel type self-compensating seat 

@ Leak-lok bonnet design 

e@ Repacks under pressure 

@ Positive shut-off 

@ Quick seating disc for easy 
operation 


R12 series %y” through 244" forged brass 
R10 series 254” through 44” cast brass 
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and sizes starting with basic 6'10” 
square. The 35 F standard unit’s sec- 
tional construction permits fast erection 
and easy future changes. Coolers can 
be moved, enlarged, or reduced. Full 
5” semi-rigid glass fiber wall insulation 
for more storage. Choice of aluminum, 
stainless steel, or other metal available 
for interior, exterior Elliott-Williams 
Co.., Inc 
circle 172 on reader service card 


Combination rooftop units 

Model RT rooftop units for heating 
only, with or without filters; heating and 
ventilating, with or without filters, with 
manual or automatic dampers; and heat- 
ing-cooling-ventilating with manual or 
automatic dampers, Heating output range 
is 280,000 to 1 million Btuh, with air 
volume range of 3000 to 15,000 cfm. 
Primary heat exchanger is 16 ga. stain- 
less steel. No internal baffles. Secondary 
heat transfer surface of 16 ga. alumi- 
nized steel tubing connected to stainless 
and aluminized headers. Combustion air 
and induced draft blowers mounted on 
common shaft with air-cooled bearings. 


System consists of control panel box, 
fuse blocks, magnetic starters, master 





safety control, draft interlock, combina- 
tion fan and limit control, burner switch, 
fuel selector switch. lame detector. — 
Lennox Industries, Inc. 
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Residential humidifier 

Type WF-J residential humidifier for 
use with furnaces up to 100,000 Btu’s. 
Is 8%” high with 12” overall dia., maxi- 
mum duct size of 6 x 18”, and 35-watt, 
110/220 v. ac motor cycle. Centrifugal 
atomizer forces moisture molecules into 
ductwork where airstream carries them 
through home. Provides positive evapo- 
ration of up to 6 gallons of water per 
day — Walton Laboratories, Inc 
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Industrial dehumidifier 
“HoneyCombe’” dehumidifier with 

desiccant structure pierced with corru- 

gated flutes in form of slowly rotating 


disc which passes through an air stream 
which it dries and heated air stream 
to which it gives up moisture. Cannot 
lose drying power by dusting of granu- 
lar desiccant or carry-over of droplets 
of liquid because of disc. Flute design 


a 
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prevents internal bypassing within disc 

between drying and regeneration ait 

circuits. — Cargocaire Engineering Corp. 
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High vacuum pump 

“Nevaco” 935-S portable high vac- 
uum pump with free air capacity of 
1.5 cfm and blank-off vacuum of 15 
microns. Can be used with corrosive 









in design, 
efficiency. 


3200 per 24 hours) 


capacity! The all round leader. 


LA CROSSE QUALITY LEADS 
THEM ALL! 





LA CROSSE DIRECT DRAW 


Refrigerated faucets guarantee 
perfect beer temperature . . 

mo excessive foam .. . no 
morning “draw off". It's tops 
engineering and 








KUBE KING .. . produces constant sup- 
ply of crystal clean Kubes (approx. 
... 110 Ib. storage. 


BOTTLE COOLER .. . self contained 
electric complete ...up to 45% greater 





Get the lion’s share .:...::, 


facts out of this issue of THE REFRIGERATION & 





COOLER 
COMPANY 


LA CROSS 


BOOZ LOSEY BOULEVARD SOUTH, LA CROSSE, WISCONSIN 










Tf & 


WALK4N COOLERS BEVERAGE COOLERS DIRECT DRAWS CUBE MAKERS 


—— 
DRAINBOARDS 


EXPORT OFFICE: 60 EAST 42nd STREET, NEW YORK e¢ CABLE: EXPEDITE 
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AIRCONDITIONING BusINEss before you 

pass it along to the next reader. Leaf 
through once more: if you want full details 
on any item, the Reader Service Card 

will bring them to you quickly. 


No postage needed. 
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acids or viscous materials. The % hp, 


115 v. capacitor motor transmits power 
through balanced pulley for positive 
start. Electric solenoid valve on intake 
connection allows complete shutoff at 
this point so vacuum stays in lines after 
pump stops. Outlet permits copper lines 


to be connected directly to pump with- 
out soldered adapters and is threaded 
to accommodate pipe fittings. Other 
features: 30” vacuum gage, oil level 
sight settling pump, oil drain 
valve. — Nelson Vacuum Pump Co. 
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glass, 


Industrial thermometer 
“MultiForm” 6” scale industrial ther- 
mometer with internal tapered lock and 


set screw adjustment, Available with 


separable wells for liquid service, with 

bare bulbs and perforated stems, and in 

ranges from -40 to 500 F. — Precision 

Thermometer and Instrument Co. 
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Home airconditioner 

Piggyback PB-22” aircon- 
ditioner for attachment to gas furnace 
when installed adjacent to outside wall. 
Four models fit all installation needs 
when evaporator section fitted directly 
over warm air takeoff to furnace. Two 
models for outside wall mounting with 
only intake and discharge condenser 
air feeding through wall. — Rheem Mfg. 
Co. 


“Corsaire 
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Temperature meter 

“Flowtronic 55” meter that reads air 
velocity and air and surface temperature. 
Measurement range from 20 to 220 F 
and air velocity ranges are 0 to 1000 
fpm, 1000 to 2000 fpm, and 2000 to 4000 
fpm. Rapid response electrical output 
(de to 1000 cps) also standard, Temper- 
ature scale linear over entire 20 to 220 
F range while velocity scale linear at 
high velocities — Flow Corp. 
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Humidifier treatment 

“Humidex” tablets, a chemical treat- 
ment that prevents humidifier troubles. 
Prevents corrosion and stops formation 


> a 
a—V—_ 


of scale and algae in all types of units 
including wick, electric, atomizing. — 
Stewart-Hall Chemical Corp. 
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Power supply 

New de power supply for thermo- 
electric coolers consisting of transformer, 
full wave rectifier, output filter. All is 
mounted on base plate which acts as 
heat sink or cooling surface for rectifier. 
Ripple content in output voltage wave 
shape of power supply limited to 10% 
of de level at maximum output. — Gen- 
eral Electric Co. 
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Trace to find leaks... oak olock to stop them 


Use this famous pair. They save work for you, prevent future trouble...at very little 
cost. Both Trace and Leak Lock are easy to apply, and are effective with any type of 
refrigerant. Take them on every job. 


ws 
i RACE ...the simplest, safest, refrigerant leak detector. Circulates 


through the system with the refrigerant— pinpoints leaks with bright 
color —detects minute, intermittent leaks—shows through coatings of 


ice — leaves positive leak tag. 


- Lak Lock. the joint sealer engineered for refrigeration use. 
“ee 


Withstands the solvent action of refrigerants, rapid temperature changes, 


corrosion. Stays flexible while giving a permanent seal, keeps joints from 
freezing, stops loosening of nuts, plugs and fittings caused by vibration. 


FREE SAMPLES - asx your supplier for “Trace” or “Leak 


Lock,” or write on your letterhead for free samples. 


HIGHSIDE CHEMICALS INCORPORATED 


4 COLFAX AVENUE 


+ CLIFTON, N.J. 


circle 18 on reader service card 


THE REFRIGERATION & AIRCONDITIONING BUSINESS DECEMBER 196) 





Product DATA 


- 
Continued from page 67 


Manual starters 

Key- and_lever-operated fractional 
horsepower ac manual starters and regu- 
lators. Provide 1 and 2 pole, across-the- 
line starting and overload protection. 
Key prevents operation by unauthorized 
xersonnel, Lever operated device, in 
NEMA | enclosure or as open unit, pro- 
vides remote operation by shipper rod 
or machine driven linkage. Open starter 
will fit standard surface or dash outlet 
box. Available with or without pilot 
lights, devices have quick contacts that 
can’t be stalled between open and closed 
positions, overload protection by eutectic 
alloy thermal overload relays, heater 
coils rated in 10% increments, stainless 
steel parts. — Cutler-Hammer. 
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Adhesive tape 

C-633 rope paper backed adhesive 
tape for frozen food packaging. Has 
thickness of 0.007” and adhesion to 
steel of 30 oz. per inch width, Tensile 
strength 50 Ib. per inch width and ad- 
hesion to backing 25 oz. per inch width. 
Other uses: bundling packages; securing 
and bundling equipment and its parts; 
and splicing operations on paper and 
cloth finishing machinery Arno Ad- 
hesive Tapes, Inc 
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Abrasive cutoff saw 
“Mercury Junior” saw reduces cutting 
time for 1 and 2” angle iron, 2” pipe, 


2” solid stainless steel. Is mounted on 





rigid aluminum base 
ing lop table unit pivots for chop 
stroke Cutoff wheel guarded 
and has spark deflector. Saw hand-oper- 
ated, but foot pedal operation optional. 
The 16” dia. wheel and 2750-rpm arbor 
shaft speed provide fast cutting action 
and accommodate 4” tubing or 2” solid 
material. — Obear & Sons, Inc. 
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cutting. 
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industrial ball valve 

“Con-O-Sphere” industrial ball valve 
with conical teflon sealing capsule molded 
around ball to control valve’s on-off action. 
Valve has seven parts — sealing capsule 
with integral handle stem, valve body, 
handle, stem seal, screw-in base plate, 
lock nut, set screw. All valve adjustments 
made by tightening base plate, and valve 
adjustable in line without shutdown. In 
sizes from % to 2” and working pressure 
range from vacuum to 1440 psi. - W-K-M 
Div., ACF Industries, Inc. 
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Electric furnace control 
“Selective-Seque acer” control for elec- 
tric furnaces. Controls up to nine 
sheathed “calrod” heating elements and 
oscillates between number of heat stages 
pecessary to produce modulated heat 
supply to match heat loss at any given 
time. Incorporates built-in clutch which 
drops out heating elements if power fails 
or excessive bonnet temperature. When 





bonnet temperature within limit control 
range or power restored, clutch automat- 
ically control starts 3-kw 
heating element and blower to eliminate 
power surge. In 9, 15, 21, 27-kw sizes 
producing up to 92,205 Btuh at 240 v., 
each 3-kw element producing 10,245 
Btuh. — Stewart-Warner Corp. 
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Room airconditioners 

1962 line of room _ airconditioners 
with cooling capacities up to 28,000 
Btuh. In four series: “Ruler’, “Coronet”, 
“Royal”, “Imperial”. The 1 hp “Rul- 
er” has 5800 to 7200 Btuh capacity and 
draws 7% and 10 amps. The 1 hp “Cor- 
onet” is rated at 9000 and 10,000 Btuh 
and has squirrel cage fans with 2-speed 
adjustments. “Royal” is 1% and 2 hp 
unit and rated at 12,000, 15,000, and 
17,500 Btuh. Has 2-speed squirrel cage 
evaporator fans, 3-position exhaust con- 
trols. “Imperial” is of 2 and 2% hp and 
rated at 23,000 and 28,000 Btuh. Has 
pushbutton controls, 3-speed evaporator, 
five adjustable air flow louvers. Acces- 
sories include a 115 or 230 v. automatic 
timer. — Admiral Corp. 
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Air handling unit 

Type D air handler in 12 sizes with 
capacities from 600 to 56,000 cfm (600 
to 72,000 cfm heating, ventilating only). 
Air filters available: unit, automatic, re- 


newable media, electrostatic, dry electro- 
static with automatic renewable media. 
Accessories include internal or external 
face and bypass damper control, mixing 
boxes, humidifiers, 


wall intakes and dis- 





charge coils and nozzles, external lubri- 
cation fittings for bearings. — Kennard- 
Nelson Div., American Air Filter Co., 
Inc. 
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Adjustable dolly 

Dolly adjustable to various diameters 
and attaches so won't fall off by setting 
of one screw. Will move cans, tubs, 
bins weighing up to 100 lb. Three ball 
bearing and composition wheels, that 





swivel in any direction and cadmium 
plated steel body are other features. In 
two models: large model, to 23” dia., 


fits rimmed bottoms (shown); small 
model, “Skater”, extends to 16” dia. 
and fits recessed bottoms. — Pemko Mfg. 
Co. 
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Office intercom radio unit 
Four-station unit (HI-4) for built-in 
or surface-mounted installation and may 
be operated in 4, 8, or 16 station sys- 
tems. Requires wall opening of 4% x 
6% x 2” and stainless steel front panel 
is 4-13/16 x 7-3/16”. Uses no tubes, 
emits no heat. — Talk-A-Phone Co 
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Pocket comparator 

Pocket comparator with illuminator 
and reticle for checking, measuring, in- 
specting small dimensions. Is enclosed 
in battery-operated illuminator with light 
admitted to object through transparent 
walls, Becomes high-powered magnifier 
without removable inoaiiel reticle. 
— Edmund Scientific Co. 
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solenoid control, and distribution 
piping in the truck cargo space to 
cool or refrigerate to temperatures 
as low as —20 F. When the tempera- 
ture inside the truck goes above the 
desired level, liquid nitrogen is 
sprayed into the cargo space where 
it vaporizes almost immediately. 
The correct temperature is reached 
in just a few seconds. 


Iron Fireman to buy 
Warren Webster 

Negotiations are underway for 
Iron Fireman Mfg. Co., to acquire 
Warren Webster Co., Inc. Iron 
Fireman, manufacturer of heating, 
electronics, aircraft and missile 
parts, had sales of $28 million last 
year. Warren Webster, a closely 
held firm that manufactures _air- 
conditioning, heating, and venti- 
lating equipment, had annual sales 
estimated at $9-$10 million in 
1960. 

Announcement was made jointly 
by Iron Fireman president Lewis 
J. Cox, and Herbert A. Wagner, 
president of Warren Webster. Ac- 
cording to the agreement, both 
companies are expected to retain 
their separate identities. 


Watsco buys 2 companies, 
sells stock, adds plant 


In three recent coordinated 
moves, Watsco, Inc. purchased two 
firms, sold its common stock to the 
public, and allocated funds for the 


NEW AND OLD go 
together in this 8- 
room log house in 
Bowling Green, Ky. 
Built of yellow pop- 
lar logs from six pio- 
neer log buildings, 
125 to 157 years old, 
the house is heated 
and cooled by a 
Westinghouse heat 
pump installed by 
Air Conditioning |n- 
dustries. The house is 
built on a concrete 
slab with a perimeter 
loop duct system. 


addition of a new 35,000-sq.ft. 
building now under construction. 

Watsco bought Wagner Tool & 
Supply Corp. and Devices Research 
Corp., both of Hialeah. Both firms 
will be divisions of Watsco of 
which William Wagner remains as 
president. The acquisition was fol- 
lowed by the sale of stock. 

Proceeds from this sale will be 
used in the company’s expansion 
program which includes the new 
building. 


Mass feeding firm uses 
Liquefreeze process 

Liquefreeze Corp. of America 
has signed a leasing agreement 
with Mealmaster Systems, Ltd., a 
Canadian firm. It calls for installa- 
tion of a Liquefreeze food freezer 
to be used in Mealmaster’s institu- 
tional mass feeding system. The 
process liquid 
nitrogen to freeze food instantly 
for shipment and storage. Meal- 
master micro-wave heating 
units to reheat the foods. 


Liquefreeze uses 


uses 


Army Engineers test 
missile airconditioners 
The Army Engineers have put 
a capacity measurement test facil- 
ity into operation at their research 
and development laboratories, 
Fort Belvoir, Va. The balanced 
ambient calorimeter facility 
special airconditioners needed by 
delicate electronic equipment in 
the Army missile support systems. 
The facility handles equipment 
to 5-ton capacity up to 


tests 


from , 
150 F, ambient, and will control 
inside conditions up to 100 F. All 
operations are automatically con- 
trolled. 
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Inside... 


a business you 
can buy for 


43.00! 


It’s the PREST-O-LITE Refrigeration and 
Air Conditioning Outfit! Just $43.00 
buys every essential piece of equipment 
you need for installation and service 
work .. . to find and fix leaks. 

You get 3 interchangeable open-flame 
stems to provide the right air-acetylene 
flame for soldering, brazing or heating. 
You can pinpoint the tiniest halide gas 
leaks (as little as 100 parts in 1,000,000 
parts of air!) by fitting the sensitive leak 
detector stem to the same torch handle. 

You also get an adjustable gas pres- 
sure regulator, torch handle and hose — 
everything you need for the installa- 
tion, repair and day-by-day mainte- 
nance of all types of refrigeration and 
air conditioning systems. And all of it 
is neatly packaged in one solidly built, 
easy-to-carry case! See your local 
PREST-O-LITE supplier. Or write Linde 
Company, Division of Union Carbide 
Corporation, 270 Park Avenue, New 
York 17, N. Y. 


LINDE UNION 
COMPANY &,0.i0> 


“Linde,” “‘Prest-O-Lite”’ and “‘Union Carbide” are 
registered trade marks of Union Carbide Corp 
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copte ON THE MOVE 


Victory Metal Mfg. Corp. ap- 
points Bart N. Hodak as district 
sales engineer for southern Cali- 
fornia, southern Nevada, and Ari- 
zona. Named district sales engi- 
neer for northern California and 


northern Nevada is John J. Cashin. 


Worthington Corp. names Peter 
S. Barno vice president for em- 
ployee and public relations. He 
formerly held a_ similar position 
with Chase Brass & Copper Co., 
Inc. 


New sales representative for 
Temprite Products Corp. is Bob J 
Johnson. His territory is southern 
New Jersey, Pennsylvania, Dela- 
ware, Maryland, Washington, D.C., 
Virginia, and West Virginia. 


Newly appointed general sales 
manager of Revere Copper and 
Brass Inc., is Fritz C. Hyde, Jr. 
Raymond P. Win- 
berg, appointed vice president of 
foreign operations. 


He succeeds 


J. Desmond Phelan is named 
vice president in charge of sales 
for Victory Metal Mfg. Corp. He 
succeeds C. Jesse Popky who is 
Named 


managers are 


sales 
Parry and 


assistant 
Dom 
Robert Raymond. 


retiring. 


Bell & Gossett Co. announces 
four appointments in the Hydro- 
Flo Div.: Herbert Miesfeldt, sales 
coordinator; James Rippel, assist- 
ant products manager, hydronic 
department; James 
Jordan, field sales manager, and 
Robert Anderson, assistant prod- 


ucts manager, centrifugal 


accessories 


pump 
department. 


Trane Co. names Thomas E. 
Kelley, manager of the New York 
sales office, appoints five to district 
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sales offices: Clifford W. Alford, 
Oklahoma City; Chris N. Cudde- 
back, Bethesda, Md.; Richard T. 
Marshall, Houston; Calvin L. 
Kleinschmidt, Detroit; Jack Down- 
ing, Seattle. Donald J. Brady joins 
general sales department at com- 
pany headquarters in La Crosse, 
Wisc. 


Walton Laboratories, Inc. ap- 
points two regional managers in 
a new field organization setup. 
Frank Hartwell becomes eastern 
regional manager and John Welsh, 
Jr., western regional manager. 


John W. Bolt is appointed prod- 
uct manager, packaged heating 
and ventilating equipment, Indus- 
trial Div., American-Standard. He 
will be in charge of product plan- 
ning and development. 


Midwestern sales representative 
for Pennsalt Chemical Corp. is 
Herbert Benedict. 


New Chicago district sales repre- 
sentative for Robertshaw-Fulton’s 
Bridgeport Thermostat Division is 
Howard C. Shilling. The district 


“I thought I'd fool around 
with it until you got here.” 





includes northern Illinois, Wiscon- 
sin, Minnesota, northern Indiana, 
and western Michigan. 


New chairman of the board and 
chief executive officer of Borg- 
Warner Corp. is Robert S. Inger- 
soll, president since 1956. He suc- 
ceeds Roy C. Ingersoll who is re- 
tiring. Lester G. Porter, executive 
vice president, becomes president. 


Appointments announced by 
Trane Co.: James Kuppe, manager, 
furnace sales department; William 
Ferguson, manager, self-contained 
cooling sales department; and Carl 
Lindblom, manager, split-system 
cooling sales department. 


Harry J. Bolwell is elected vice 
president of Midland-Ross Corp. 
and general manager of the firm’s 
Surface Combustion Div. 


Herman B. Castillo is appointed 
chief engineer of Temprite Prod- 
ucts Corp. He succeeds Frank O. 
Graham who is retiring. 


Gary Farrell is appointed district 
representative serving north cen- 
tral Wisconsin and upper Michigan 
for Milwaukee Electric Tool Corp. 
He succeeds Rick Haise who will 
handle the southern 
area, 


Wisconsin 


C. Henry Rauschenberg, western 
regional manager for Arctic Trav- 
eler, moves his sales headquarters 
from Salt Lake City, Utah, to Hay- 
ward, Calif. a suburb of San 
Francisco. 


J. P. Ketcham becomes manager 
of Marley Co.'s applied products 
department in Kansas City, Mo. 
He has been supervisor of distrib- 
utor sales in New York City. 
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Two men have joined Trane 
Co., Richard D. Cramer in the 
Peoria, Ill., sales office, and Reu- 
ben N. Trane in the manufactur- 
ing engineering department. 


Named sales engineer by Acme 
Industries, Inc., for the San Fran- 
cisco area is Robert W. Bell. He 
formerly was with Dunham-Bush, 
Inc. 


Payne Co. appoints Charles E. 
Towne as northern California sales 
representative. 


William E. Jones, Jr. becomes 
sales engineer for Robertshaw-Ful- 
ton’s Fulton Sylphon Div. His 
territory covers parts of Tennessee, 
Alabama, and Virginia. 


W. H. Rowland is named vice 
president in charge of the new 
marketing department for Babcock 
& Wilcox Co.’s boiler division. Suc- 
ceeding him as head of the engi- 
neering department is G. W. Kess- 
ler, formerly chief engineer. Also 
named to posts in the new market- 
ing department are F. E. Hutton, 
manager; C. L. Marquez, manager 
of product planning and research; 
W. D. Stevens, proposition man- 
ager; and D. R. Wilson, commer- 
cial manager. 


Named chief engineer for Con- 
tinental Air Filters, Inc., is Oscar 
A. Wurtenburg. Formerly with 
Johnson March Corp., he succeeds 
L. Pat Bryant who becomes man- 


ager of engineered sales. 


Newly elected director of Con- 
trols Co. of America is James H. 
Douglas, Jr., former Secretary of 
the Air Force and Deputy Secre- 
tary of Detense. 


York Corp. appoints Robert W. 
Thomas as assistant to the vice 
president, and L. P. Jacobsen as 
manager of the East Central region 
covering Ohio, Michigan, Ken- 
tucky, and West Virginia. 
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ACTIVITIES 


Continued from page 52 


starting Oct. 9. Talks on all phases 
of profitable business operations 
carried this point through general 
sessions, seminars, and group dis- 
cussions. 

A complete slate of new officers 
and directors was elected on the 
final day: President, Donald D. 
Denny, Modern Market Fixtures, 
Inc., Dayton, Ohio; Ist vice presi- 
dent, E. B. Ward, Baker-Ward, 
Inc., South Bend, Ind.; 2nd vice 
president, H. E. Humphreys, H. 
E. Humphreys Co., Inc., Concord, 
N. H.; 3rd vice president George 
A. Lucas, Allied Store Engineering 
Corp., East Hartford, Conn.; treas- 
urer, James A. Scatena, Scatena 
York Co., San Francisco, Calif. 

New directors, with terms expir- 
ing in 1964, are Grant Adams, A-] 
Refrigeration, San Jose, Calif., C. 
C. Blossom, Hussman-Milwaukee 
Inc., Milwaukee, Wisc.; and Mar- 
vin E. Stroble, Birkenwald, Inc., 
Seattle, Wash. 


RACCA-National honors 


committee chairman 

Tom C. Alexander, past president 
of Refrigeration and Air Condition- 
ing Contractors Association — Na- 
tional, was honored for his work 
as general chairman of the Joint 


Industry Program Committee in 
Washington, D.C. JIPC is com- 
posed of representatives from nine 
contractors associations. 

While Alexander was chairman, 
the JIPC studied industry topics 
ranging from technical training to 
contracting work on missile sites. 
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MARGIN of PROFIT 


Sturdy Coldin Commercial Refrigerators re- 

quire no costly service calls that eat up 

your net profit. Handsome in design, they'll 

operate at peak efficiency for years. Huge 
range of sizes and models 
for every need. Send for 
catalog. 


COL DIN 


CABINET CO., Inc 
2800 Webster Ave.,N. Y. 58, N. Y. 
CYpress 5-3311 Cable: Colcabinet, N. Y. 


DRYERS 


@ 2 cu. in. of 
PA-400 2 sq. in. of 
Silica Gel 150 mesh 

@ Complete mone! 
acid rer oval 

@ Low end-point 
drying 


STRAINERS 


@ Almost 


SPECIAL DESIGN MAKES 
INSTALLING, ADJUSTING, 
AND SERVICING A ‘‘ONE- 
STOP” JOB! 


CAP TUBES give perfect results "as 
is" for all units to 1/5 H.P., freezers 
to 1/3 H.P., and water coolers to !/, 
H.P. 

FOR BEST RESULTS specify No. 69$- 
$2/F2. Strainer-Cap tubes and No. 
699-S2/F2, Dryer-Cap tubes. 
SPECIAL COMBINATIONS are 
available for use up to % H.P. for 
R-12 and R-22. 


WABASH™" 


EXPORT 2300 S Western Ave., Chicago 8, Ill. 
DEPT. 13 E 40th St.. New York 16, N. Y. 
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“Robbi's” 


Kios-Kur 


TUBING CUTTER 


2,941,291 


Requires only 2-INCH CLEARANCE from 
center of Ye" through %” O.D. tubing 


Contact your eke wholesaler. 


ROBINAIR MANUFACTURING CORP. 








PRS LOL 


with COD . 


Us a ee ah 


No shutdown needed! Reduce 
headpressure within a few 
hours with one application of 
ANCO Condenser Cleaner. 
This concentrated, dry chem- 
ical is harmless to hands yet 
quickly and effectively re- 
moves heaviest rust and scale 
tubes. 


in condenser Equip- 


ment stays in operation! 
* Dry Chemical 
* No Fumes 

* No Corrosion 
* Fast Acting 
. 





_ Woenser cutantt 
Sree Safe to Handle 
Easy to Use 


Inexpensive 


oe’ 





Buy ANCO for sure profits 
Condenser Cleaner — Water 
Treatment — Algaecide 


JECT 


ees ae 
Box 1424 °* 


Macon, Georgia 
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ANACONDA 
copper tube 
any way you want it... 


COILS 
STRAIGHT LENGTHS 
HAIRPIN BENDS 


If you need hairpin bends of copper tube, 

we can provide them in radii from 

<” to 3%” ready to insert into fin banks. You 
will find each piece deburred and uniform 

in temper suitable for expanding. Tube 
soundness is assured by meaningful 
eddy-current testing prior to shipment. By 
using hairpin bends you will save shop 

scrap and production time. 

Note: If your copper tube requirements 
include capillary or restrictor tube, or one-piece 
bulb and tube units, Anaconda can supply 
them. We can be of assistance also if 
you have a special tube-forming problem. 

Send us your prints. 

Whether your yearly requirements are large 
or small, we welcome the opportunity to show 
what Anaconda can do to help you cut costs. 
For “‘tube-engineering”’ assistance, please write 
to Small Tube Division, Anaconda American 
Brass Company, Waterbury 20, Conn. — 


AMERICAN BRASS COMPANY 
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"Ss. service & maintenance know-how 


OUR EDITORIAL IS SCREENED FOR YOU 


Our busy group of professional editors carefully screens editorial material each month to 
be sure that what we print is information that will help you do your job better. Every 
article is aimed at giving you more useful information per — reading time than 


any other magazine you receive. 
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: sales techniques 
better business methods 
new markets new products 
installation data useful literature 


industry statistics business trends 
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